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Halting bows 


“It seems to us that now is the time for concentrated in- 
dustry action aimed specifically at the elimination of what we 
term the ‘Formula For Halting Progress’ — low rates which 
result in poorer service at higher cost than would be attained 
if the company were allowed to achieve good but fair earn- 
ings. The formula has been around too long . Ss 


Part One of This Thought-Provoking EDITORIAL . . . . Page 33 
ELECTRONICS NOTEBOOK COMMERCIAL NOTES 
“Capacitor Circuits” “Selling the Non-User” 
Page 46 Page 51 
PLANT MAN'S “SPEC” BOOK ACCOUNTING NOTES 
“Materials and Tools” “Usable Ratios” 
Page 66 Page 58 

\ SUB-HARMONICS & OVERTONES “THE INDUSTRY'S FUTURE’ 

“The Right Voltmeter” By Bill Corman 


Page 48 Page 43 





MO 


Customer satisfaction 

is one reason why L. M. 

Berry and Company has 

successfully enjoyed the 
association of leading 
Telephone Companies 
throughout the United 
States for 49 years. 

Since 1932, L. M. Berry 
and Company has been 
handling the Directory 
Advertising for the 
Knightstown Telephone 
Company, one of Berry’s 
many satisfied customers. 

You, too, can enjoy the 
numerous advantages and 
added profit derived from 
having L. M. Berry and 
Company handle your Direc- 
tory Advertising. Call or 
write today. 
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why ORANGE COUNTY TELEPHONE CO. 
...along with thousands of Independents 


all over America... prefers 


SHERRON STEEL BOOTHS 


Frank D. Fancher, vice president and general manager 
of Orange County Telephone Co., knows a revenue- 
producing spot when he sees it. Here’s the kind of 
location that promotes ‘‘impulse’’ calls .. . influenc- 
ing car riders and pedestrians alike to stop, look and 
obey that impulse. (Recent studies show that more 
than half of all paystation calls are impulse calls.) 
The Orange County Telephone Co. has many outdoor 
booths (and indoor booths too) in and around Middle- 


town, N. Y. The Sherron steel booth shown here, com- 
pelling and accessible, is at the five-point intersection 


of New York highways 17M and 84, and is visible 
from any direction. Mr. Fancher, a seasoned and 
knowledgeable executive, knows there are no finer 
booths, none more economical in the long run than 
brightly colored Sherron steel booths... engineered 
to endure with the least maintenance. 


There's a Sherron booth for every location and budget in either zinc coated, cold rolled or stainless steel. 


‘eousne tset-rmd) SHERRON METALLIC CORP., 1201 FLUSHING AVE., BROOKLYN 37, N.Y. 


STOGL— STAINLESS STERL 
OUTOOOE ANO | 
TELEPHONE BOOTHS 


IN CANADA: W. S. GERRIE & ASSOCIATES, LTD., 66 RACINE ROAD, REXDALE (TORONTO) 
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Profit-saver because 
it’s easy to install 





Like all 1Al-type multi-line systems, the Strom- 
berg-Carlson 6K-1 PBX produces increased reve- 
nue. But the 6K-1 system is more profitable to you. 

The 6K-1, with our “1575” instrument, installs 
quick and easy with no outside engineering help. 
This means fast amortization of your capital in- 
vestment in equipment and installation . . . higher 
profits sooner. 

In addition to boosting your profit, this compact 


system offers more customer-preferred features: 
smallest desk instrument; dial selective intercom 
for up to 15 stations; automatic tie-lines to other 
6K-1 systems; manual exclusion; power-failure 
circuit; manual intercom; audible trunk signal. 
Increase your profits. Specify the 6K-1 system. 
Your customers will like the small, compact tele- 
phone. A Stromberg-Carlson representative will 
gladly supply full technical data and selling aids. 


STROMBERG-CARLSON A DIVISION OF GENERAL DYNAMICS CORPORATION 


TLANTA: TRinity 5-7467 ¢ CHICAGO: STate 2-4235 « KANSAS CITY: HArrison 1-6618 « ROCHESTER: HUbbard 2-2200 + SAN FRANCISCO: OXford 7-3630 sc 
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Extra long receiver KOILED KORDS in coloy 
orl hose subscribers who want to move more than 
four and a half feet from their instrymhents. 


New, long KOILED KORDS retg@f€tile cords in color — and in black — are 





able you to offer another 


offered in two standard lefgths, 18 inches retracted that extend to 
approximately 9 feet dnd 30 inches retracted that extend to 15 feet. 
Extra long receiverfXOILED KORDS are available in colors to match all 


telephones. Se§ your telephone supply house for full information. 


/ 


LOMO 


BOA K, NEW HAVEN 14, CONNECTICUT 


KOILED KORDS, the original retractile 
cords, are the result of 17 years of re- 









search, development and use. 


* KOILED KORDS is a trade mark of 
KOILED KORDS, INC. 
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reports F. J. Eherenman of United 
Telephone Company of Indiana 


“Early last year, we replaced an ordinary 
single booth with a new Alcoa tandem assem- 
bly and noticed an immediate increase in 
revenue,” says F. J. Eherenman, General 
Commercial Supervisor of United Telephone 
Company of Indiana, Warsaw, Ind. 

“We had noticed customers standing in line to 
use the single booth in front of our business 
office in Franklin and considered placing an- 
other booth along side it. But we decided to 
install an Aleoa® Aluminum tandem assembly 
for three big reasons: (1) aluminum’s clean, 
good looks and solid construction blend well 
with our new, modern exchange building 
which just opened inJanuary, (2) cost of paint- 
ing every three or four years is eliminated, 
and (3) the tandem booth requires less space 
than two single booths, takes a minimum of 
sidewalk area. 

“In the first seven months of service the Alcoa 
tandem assembly has more than paid its way. 
Revenue has soared from the previous installa- 
tion to an average increase of over 85 per 
cent. It’s quite obvious that our customers also 
like Alcoa booths.” 


ALCOA GOODWILL KITS 


Here’s a big extra you get with every Alcoa 
booth. These FREE kits contain newspaper 
mats, publicity releases, envelope stuffers, 
radio and TV commercials—everything you 
need to tell customers about the added con- 
venience of booths of Aleoa Aluminum. 


For more information on Alcoa booths, write for 
brochure. And ask your jobber how Alcoa 
booths can increase your revenue and build 
customer goodwill. Aluminum Company of 
America, 1721-B Alcoa Building, Pittsburgh 
19, Pennsylvania. 


F. J. Eherenman, General Commercial Supervisor of 
United Telephone Company of Indiana, points to the 
two features of the Alcoa tandem assembly he likes 
best: the clean, bright appearance that attracts cus- 
tomers and the sleek, compact construction that 
blends well with the modern architecture of the new 
Franklin exchange building. 




















a 


“Notice how neatly the Alcoa tandem 
booth fits into a minimum of space in front 
of our new building,” says Mr. Eheren- 
man. “Notice, too, how its clean, modern 
lines make it almost a part of the building 
because it blends so well with it.” 









“We erected our Alcoa tandem booth with- 
out difficulty,” says Supervisor Eheren- 
man. “Easy-to-follow assembly instruc- 
tions came right with it, and two of our 
men had the whole job done in a few hours. 
The Alcoa tandem booth is more compact 
and has no hard-to-clean gap between the 
booths. It’s strong, too, and both weather- 
and vandal-resistant.” 


























New Installation 
Revenue Alcoa Tandem Revenue 
Assembly 


Old Installation 
Single Booth 







November, 1957 $ 92.75 March, 1958 $112.60 
December, 1957 89.90 April, 1958 125.10 
January, 1958 88.10 May, 1958 181.60 
February, 1958 103.55 June, 1958 183.00 

July, 1958 174.25 








August, 1958 253.90 
September, 1958 199.30 
October, 1958 155.35 


“It’s easy to see how monthly revenue 
jumped immediately after the installa- 
tion of the modern Alcoa tandem 
booth,” reports Mr. Eherenman. 












For Exciting Drama Watch 
“Alcoa Theatre,” Alternate 
Mondays, NBC-TV, and 
“Alcoa Presents,”’ 

Every Tuesday, ABC-TV 






ALUAINURA 


avume uM COMPANY OF Amanica 









Your Guide to the Best 
in Aluminum Value 


New Kellogg K-31 
Carrier System 


Ideal for Rural Subscribers 


Kellogg’s new K-31 rural subscriber carrier system pro- 
vides telephone companies with toll quality subscriber carrier 
at low cost. The system is completely transistorized, features 
printed circuits, miniaturized sub-assemblies and plug-in 
construction. 

Standby power, consisting of two small batteries and a 
transistorized charger in a pole-mounted housing, is avail- 
able. This is possible because power consumption is less than 
three watts even during talking. 

K-31 has built-in compandors to assure quiet talking cir- 
cuits and is automatically regulated to eliminate the effect 
of changing weather conditions over a wide range of carrier 
line losses. 

Line-up and test procedure is very simple—a single level 
control for each direction of transmission. Terminating tele- 
phone type jacks are provided for ease and speed in testing. 
Installation time is held to a minimum by the use of a unique 
pole-mounted housing with built-in protected terminal 
blocks for external connections. 

These design features plus top quality components and 
workmanship make K-31 reliable and stable in its operation. 

Ask your Kellogg sales representative for full details. 


| CHICAGO, ILLINOIS 


Kellogg Switchboard and Supply Company, 6650 South 
Cicero Avenue, Chicago 38, Illinois. Communications Divi- 
sion of International Telephone and Telegraph Corporation. 
Regional Offices and Warehouses: See two-page Kellogg ad- 

vertisement pages 34-35 for complete listing. 
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TEXAS Telephone Associa- 
tion, Hilton Hotel, San An- 
tonio, March 2-4, 1959. 


KENTUCKY Telephone Asso- 
ciation, Phoenix Hotel, 
Lexington, March 3, 1959. 


IOWA Telephone Association, 
Hotel Fort Des Moines, Des 
Moines, April 7-8, 1959. 


OHIO Telephone Association, 
Deshler Hilton Hotel, Co- 
lumbus, April 13-15, 1959. 


ILLINOIS Telephone Associa- 
tion, Hotel Pere Marquette, 
Peoria, Apri! 20-21, 1959. 


NEBRASKA Telephone Asso- 
ciation, Hotel Cornhusker, 
Lincoln, Apr. 21-22, 1959. 


INDIANA Telephone Associa- 
tion, Claypool Hotel, In- 
dianapolis, Ind., May 6-7, 
1959. 


WISCONSIN Telephone Asso- 
ciation, Plankington House, 
Milwaukee, May _ 13-14, 
1959. 


KANSAS - MISSOURI Tele- 
phone Associations, Conti- 
nental Hotel, Kansas City, 
Mo., May 25-26, 1959. 


PENNSYLVANIA _ Telephone 
Association, Buck Hill Falls 
Inn, Buck Hill Falls, June 
1-3, 1959. 


CALIFORNIA Telephone As- 
sociation, Ambassador Ho- 
tel, Los Angeles, June 3-5, 
1959. 


WASHINGTON-OREGON Tel- 
ephone Associations, Olym- 
pic Hotel, Seattle, Wash- 
ington, June 11-12-13, 
1959. 


NEW YORK Telephone Asso- 
ciation, Scaroon Manor, 
Schroon Lake, June 15-17, 
1959. 


TENNESSEE Telephone Asso- 
ciation, Hermitage Hotel, 
Nashville, Tennessee, Sept. 
9-10, 1959. 


ARKANSAS Telephone Asso- 
ciation, Arlington Hotel, 
Hot Springs, Ark., Sept. 
14-15, 1959. 
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New 

Universal COLOR CODING 
for all MULTIPAIR 

} DISTRIBUTION WIRES 
SAND TELEPHONE CABLES 


mas listed by REA 


For complete information on new color 
codings, write for Bulletin R1058. 
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From the 
Equipment Engineer's 


Point of View- 









Leich’s Dial System Is Ready 
for Direct Distance Dialing 
and Toll Ticketing Needs 


An equipment engineer’s job is to plan for the future 
needs of your telephone company. That’s why he can 
recommend the Leich Dial System with confidence. The 
Leich Dial System is ready now to handle your present 
or future direct distance dialing and toll ticketing needs. 


You can meet such requirements economically—with- 
out the expense of completely overhauling your equip- 
ment—by using Leich manual or semi-automatic line 
identification equipment. It properly identifies the call- 
ing line from the Leich Dial System in cases where the 
distant office has toll ticketing equipment. 


Leich Intercept Facilities are also available. 


By adding Leich Intercept Fa- 
cilities to Leich dial switchboards 
now in service, you meet your 
current Direct Distance Dialing 
intercept requirements. Main 
lines, party lines, and vacant lev- 
els may be intercepted by opera- 
tors or message repeaters. 

Contact Leich for more details. 





ICH SA 
Write for the IC COAST: 1 
Leich Dial System catalog. | GENERAL TELEPHONE nufac 
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ICH SALES CORPORATION + 427 WEST RANDOLPH STREET + CHICAGO 6, ILLINOIS 


IC COAST: 11401 WEST PICO BLVD., LOS ANGELES 64, CAL.; SOUTHWEST: 1227 SLOCUM ST., DALLAS 7, TEX.; SOUTHEAST: 5126 SOUTH LOIS ST. TAMPA 11, FLA 


nufacturers of telephones, switchboards and related apparatus since 1907 
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TIME TESTED! 


DEPENDABLE SERVICE SINCE 1897! 
That’s the record of Kennecott lead-alloy 
sheathed Telephone Cable! Exacting quality 
control goes into every step of its manufac- 
ture. Rigorous tests check dielectric strength, 
insulation resistance, conductor resistance, 
Capacitance, density and dimensions. You're 
sure this cable will retain its electrical prop- 
erties over the years! Call the Chase sales 
office nearest you for complete information. 


A 

Directory 

for the 

Rural Telephone Company 


Printed by 
R. R. DONNELLEY & SONS COMPANY 


350 East Twenty-second Street, Chicago 16 
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CHASE BRASS & COPPER CO., WATERBURY 20, CONN. 
° DISTRIBUTOR FOR 


KENNECOTT WIRE & CABLE CO. 


SUBSIDIARIES OF KENNECOTT COPPER CORPORATION 


CHASE WAREHOUSES and OFFICES: 


Grand Rapids Milwaukee New Orleans —St.. Louis 
Houston Minneapolis Philadelphia San Francisco 
Newark Pittsburgh Seattle 

i Waterbury 
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Indianapolis 
Kansas City, Mo. New York Providence 
Los Angeles (Maspeth, L.1.) Rochester 
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Extruded, high-molecular- 
weight, moisture- and 
weather-resistant 
polyethylene jacket. 










Corrugated coated steel tape 
applied longitudinally with 
overlap seam continuously 
soldered. 








Corrugated aluminum shield 
applied longitudinally 


¢ over cable core. 









GENERAL CABLE 


stal 
LIGHT ? 
STRONG? 


CORROSION RESISTANT? 
YES! 


LIGHT weight means: 


® longer spans for pole-line economy 
® possible reduction in sizes of messengers, guys, anchors, etc. 
e longer pulling lengths for duct runs allowing manhole pull-through and fewer splices 













Paper insulated 
copper conductors. 









STRONG steel and polyethylene over the aluminum shielded core provides an impervious 
outer covering with rugged mechanical qualities equal to tough installation conditions. 


CORROSION. RESISTANT inert polyethylene offers an answer to corrosion 


problems frequently encountered in duct installations. 


And STALPETH can be used with: 


® standard commercially available splice cases 
© lead sleeves for wiped joints due to solderability of the steel component 












Available in a wide range of core types— Paired — Quadded—Combinations 
of pairs and quads Composite—Video pairs—Low capacitance 








Distributed by: 


AUTOMATIC ELECTRIC SALES CORPORATION LEICH SALES CORPORATION 
Northlake, Illinois 427 W. Randolph Street, Chicago 6, Illinois 


GENERAL CABLE CORPORATION, 420 Lexington Avenue, New York 17, N.Y. 
Offices and Distributing Centers Coast-to-Coast 














CE 


for quality and service...specify GENERAL + CABLE 


13 
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Only Exide gives you so broad a “choice 


Orange County Telephone Co., of Middletown, 
N.Y., chose Exide-Manchex Batteries, unmatched 
for long life, for its Bloomingburg exchange. Unique 
positive plate lead buttons fit tightly into heavy 
Silvium alloy grid. Silvium is Exide’s patented grid 
alloy, proved up to 100% more corrosion resistant. 
Available only in Exide batteries. Each positive 
plate button contains a reserve supply of lead that 
turns gradually to active material as needed. 


...in stationary batteries. What’s your objective: long battery 
life, low initial cost, high current discharge, quick recharge? 
With Exide, you’re free to choose. If you want a particular 
type of battery—plante, flat plate, calcium grid—Exide can 
supply it in a wide range of capacity ratings for any application. 
Because you have so broad a choice, you can select the one 
battery that best meets your own requirements. Yet in every 
case you know you are getting the extra dependability and 
value only Exide offers. So no matter what type of stationary 
battery you want, buy with confidence. Buy Exide. Full line 
of rectifier and motor-generator chargers available to cover 
any application requirements. 


For complete information on Exide stationary 
batteries, write for the new illustrated bro- 
chure. Exide Industrial Division, The Electric 
Storage Battery Company, Philadelphia 20, Pa. 


Exide 
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Ask The Man Who Installs It... 
Ankosea 


Inside Wiring Cable 


easier to handle and quicker to Install 


Yes, the man who installs key systems, talk back systems, etc., 
will quickly tell you: It’s a pleasure to work with Ankoseal 
inside wiring cables! 


Ankoseal cables are easier to handle. They’re lighter in weight, 
have greater flexibility due to smaller diameters. And they’re 
cleaner to work with, because polyvinyl chloride jackets can’t 
cause smudges or soil hands and clothes. 


Installation is quicker—individual wires of Ankoseal cables 
are color-coded to industry standards and paired for instant 
identification. Non-breaking nylon rip cord simplifies stripping 
of the jacket. 


It all adds up: Ankoseal cables are easier to handle, quicker to 
install, a better buy all around. 


Ankoseal Inside Wiring Cables are promptly available in 
6 to 76 pairs, 24 and 22 AWG copper conductors. Other 
sizes and pair counts made to 

your specifications. 


Call your authorized telephone 
supply distributor and specify 
Ankoseal, 


Leadership Through 
Quality and Service 


THE )\ANSONIA}) WIRE & CABLE COMPANY 


/A\MA0Se Bice 
Mgnt! sre. = poses nittlong 
mee esiccaniagn ear 


111 MARTIN STREET, ASHTON 3, RHODE ISLAND 


344-8 
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attracts the eye day or night, 
promotes more revenue. Colorful, clean, sturdy — 
the BN Booth is best for you, too! 


For full particulars, consult your distributor or write 
direct for folder... Benner-Nawman, Inc., 3421 Hollis Street, 


Oakland 8, California. 
a B-N booth is a busy booth! 


J 


If you want your poles to last 
Specify T-C Pressure-Treated Pole 


| 


Every pole bearing the T-C brand 
has received the best in preserva- 
tion. “The T-C Treatment” makes 
them last, and give you genera- 
tions of trouble-free service. Our 
pressure treating process (and we 
think you'll agree) is the best yet 
developed by modern Technology 
...and, only the best chemical 
preservatives are used. That’s why 
we can say—Specify T-C and get 
the best in preservation. 


Specify T-C a ye 
Vv aRECTRIC SALES CORP. TAYLOR - COLQUITT CO. 
AND LEICH SALES Corr. [4 SPARTANBURG, SOUTH CAROLINA 


PLANTS AT SPARTANBURG, SOUTH CAROLINA AND WILMINGTON, NORTH CAROLINA 
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Another 
quality 
product 
from 


KEILOGE... 


a \: 








CABLE 


| Available to all independents 


ITT Cable, long in use throughout 
the United States, is available to all 
independent telephone companies. 


ITT Cable exceeds every exacting 
standard of telephony, it features 
unit and layer construction. The 
copper conductor and paper insula- 
tion is furnished by the largest U. S. 
supplier of these commodities. ITT 
Cable (aerial or direct burial) is avail- 
able in all gauges—19, 22, 24 and 26. 
All reels are disposable to eliminate 
additional costs involved in returns. 

Backed by both Kellogg and the 
world-wide facilities of International 
Telephone and Telegraph Corpora- 
tion, you will find this cable exceeds 
the high standards of modern com- 
munications. 

Ask your Kellogg Regional Office 
for complete information. 











CHICAGO, /LLINO/S 


8 billion conductor feet in USE in U.S.A. 


SERVING THE LARGEST SINGLE TELEPHONE SYSTEM! 





ITT Cable Is Strategically Stocked At 4 Krtitocc Warehouses 


| Offices and Warehouses: 
FORNIA: 23 Broderick Road, Burlingame, Calif., OXford 7-5780. TWX SAN MATEO CAL 06 
ORGIA: 1594 Southland Circle, N.W., Atlanta 18. Ga., SYcamore 4-2441. TWX AT 351 
INOIS: 44600 So. Tripp Ave., Chicago 32, Illinois, CLiffside 4-4300. TWX CG 3296 


NSAS: 7th & Sunshine Road, Kansas City 15, Kansas, MAyfair 1-4418. TWX KC KAN 1055 - 

YORK: 327 North West Street, Syracuse, N. Y., HArrison 2-9251. communications. Aas 

#0: 1555 West Fourth Street, Mansfield, Ohio, LAfayette 4-6511. TWX MANS O 132 : 
: 1515 Turtle Creek Blvd., Dallas 7, Texas, Riverside 7-5191. TWX DL 02 / G / Z / 

PORT: 157 Prospect Street, Passaic, N. J., PRescott 3-5100. CH CA a, t ‘NO § et ___ 


Licensed under patents of American Tetephone and Telegraph Company and Western Electric Company, Incorporated 


Kellogg Switchboard and Supply Company, 6650 South Cicero Avenue, Chicago 38, Illinois 
Communications Division of International Telephone and Telegraph Corporation. 


sic Specifications 


ath: lead with 1% antimony 
ionductor: pure copper wire 


onductor Resistance 
ax. ohms/mile @ 20°C. 


utual Capacitance 
DO cycles A.C., 
fd/mile, max. 


apacitance Unbalance 
00 cycles A.C., 
icro-microfarads 


lelectric Strength: 

0 cycles A.C., conductor-to- 

br 2 sec., volts conductor-to- 
s sheath 


core-to- 
sheath 


26 AWG 24 AWG 22 AWG 19 AWG 





0.080 0.080 0.090 0.084 


* * 
a a 


at 22 AWG: up to 1000’—100; 1001’ to 
2000’—150; 2001’ and longer—200 


at 19 AWG: up to 1000’—100; 1001’ to 
2000’—150; 2001’ and longer—200 


355 355 355 500 


850 1000 1000 1000 


sulation Resistance: not less than 1,000 megohm-miles at 60°F 
easured with a D.C. potential of 100 to 550 volts. 

ot required, except if adjacent pairs are found with like lengths of 
ist when the 900 cycle A.C. capacitance unbalance shall not exceed 


00 micro-microfarads. 


Telephone cables have been manufactured by the 
ITT System for many decades and are backed by 
the world-wide research facilities of the ITT. This 
wealth of know-how and skill assures a product of 
the highest quality, yet at prices competitive with 
those of other leading cable suppliers. In the U. S. 
alone, over 8 billion conductor feet of telephone 
cables of all types have been sold to the telephone 
industry and are in service in every part of the nation. 


The manufacture of telephone cable begins with 
selection of quality copper which is drawn to the 
proper wire size for use as telephone conductors. 
Kellogg cable employs the highest purity U. S.- 
mined and U. S.-drawn wire to assure lowest trans- 
mission loss. The balance of hemp and wood fibers 
in the insulating paper assures the cable splicer of a 
clean splice in the shortest time. The material and 
work are repeatedly inspected during manufacturing, 
thus assuring the continued perfection of the prod- 
uct and process. 


Once the cable is completed, tests are made of its 
conductor continuity, absence of short-circuits, 
sheath perfection, insulation and capacity. 





~~ 
~~ = 
- -~ 


Pe 6m 


Through the years, copper has been known for its 
permanence and conductance. . . steel for its strength. 
Each of these metals, alone, provides only a part of 
the qualities necessary for good line wire. All the 
qualities are brought together when these two 
time-tested metals are inseparably molten-welded 

to form Copperweld* Line Wire. 


The thick copper covering provides high, lasting 
conductivity and protection against corrosion. 

With its protected steel core, Copperweld withstands 
heavy ice and wind loads, assuring safe and economical 
long-span construction. Records of companies 
everywhere show that Copperweld Line Wire gives 


long service life at lowest annual cost. 
SOLD BY LEADING *trademark 


o 


DISTRIBUTORS 
COPPERWELD STEEL COMPANY 


WIRE AND CABLE DIVISION Glassport, Pa. 
For Export: COPPERWELD STEEL INTERNATIONAL COMPANY, New York 


PROVED IN SERVICE FOR OVER 40 YEARS 
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How many of these 


DIALAPHON!:?: 


TO BE SOLD 
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‘PROSPECTS have you sold? 


Shown here are six businesses in your community that need Dialaphone! 
Have you installed Dialaphone in each of these offices? If not, give some demon- 
strations today! 

These are only a few of the many Dialaphone prospects in your community. 
You'll think of many more. Dialaphone is a big boon to business subscribers who 
make a lot of calls. It’s especially helpful for repetitive calling. And, don’t forget, 
Dialaphone is available in any of our 10 telephone colors. 

To order, call your A.E. representative today! Address: Automatic Electric 
Sales Corporation, Northlake, Illinois. Or call Fillmore 5-7111. In Canada, Auto- ] 
matic Electric Sales (Canada) Limited, 185 Bartley Drive, Toronto 16, Ontario. | 





Dialaphone gives your subscriber Push-Button Dialing! 





With Dialaphone, your subscriber 
makes calls faster, easier and more accu- 
rately. An indexed Directory Tape pro- 
vides space for 850 separate listings. The 
subscriber simply turns a crank that 
spins the tape—when the name of the 
desired party appears in the View Frame, 
he presses the Starter Key and the call 





is completed automatically. 






AUTOMATIC ELECTRIC 


Subsidiary of GEMFRAL TELEPHONE 





*DIALAPHONE IS A REGISTERED TRADEMARK OF THE JAMES KILBURG CORPORATION 
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PHELPS DODGE TELEPHONE WIRE ANDICA 
THE “MINE-TO-MARKET” QUALITYLTI) 





SALES © 
Dallas, C 
City, Mo. 
Px 
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Paper-Insulated Lead-Sheathed 


Telephone Cable | 


This Phelps Dodge telephone cable 
combines the superior transmission 
characteristics of paper insulation 
with the durability and moisture 
resistance of lead. It is backed by 
Phelps Dodge’s extensive research 
and manufacturing experience 

in the paper-lead cable field. 


The controlled craftsmanship and 
quality of this paper-lead cable are 
typical of the entire line of Phelps 
Dodge telephone wires and cables, 
including: 


@ Exchange Area Telephone Cable 
@ Self-Supporting Telephone Cable 


® Rural and Urban Distribution 
Telephone Wire 


@ Interior Telephone Cable 


@ Rubber-Insulated Lead- 
Sheathed Telephone Cable 


= PD—Tel Wire 





PHELPS DODGE COPPER PRODUCTS 9 


CORPORATION a (Vere 
SALES OFFICES: Atlanta, Birmingham, Ala., Cambridge, Mass., Charlotte, Chicago, Cincinnati, Cleveland, \ =] 
Dallas, Dayton, Denver, Detroit, Fort Wayne, Greensboro, N. C., Houston, Indianapolis, Jacksonville, Kansas 
City, Mo., Los Angeles, Memphis, Milwaukee, Minneapolis, New Orleans, New York, Philadelphia, Pittsburgh, 
Portland, Ore., Richmond, Rochester, N. Y., San Francisco, St. Louis, Seattle, Washington, D. C. 





YOUR FEBRUARY 15, 1959 TELEPHONE ENGINEER & MANAGEMENT 21 














































NORTHERN WHITE CEDAR 
PENTA POLES 


PENTA treated top-to- 
butt for years of added 
pole-line service result- 
ing in far less per an- 
num costs. Dependable 
service by a company 
who has been serving 
telephone companies 
for more than 50 years. 





























PAGE & HILL, inc. 


MINNEAPOLIS 3, MINNESOTA 
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Schedule Five tariffs of 14 Bell System Associated companies, 82-B 
tariff of Long Lines suspended by FCC . . . Four weeks vacation 


’ As A WASHINGTON OBSERVATIONS 


by ROLAND DAVIES and FRED HENC 


after 30 years, pay raises provided in CWA-Wisconsin Telephone 


Private Line Rate 
& Service Investigation 

ECISION by the Federal Com- 

munications Commission on rates 
for high-grade telephone channels de- 
signed especially for the SAGE sys- 
tem of air defense is still a long way 
off in the future, it appears as the re- 
sult of several procedural rulings by 
the FCC in connection with its cur- 
rent investigation of common car- 
riers’ private line rates and services. 

SAGE system rates, of course, are 
of steadily increasing importance to 
a large variety of telephone compa- 
nies, as the system steadily expands, 
frequently to outlying areas. 

In its series of rulings the FCC 
denied petitions of nine intervenors 
in the private line case that it con- 
duct a “separate and expedited” hear- 
ing on the interim private rates now 
in effect. It then denied in effect a 
separate request by the General Serv- 
ices Administration that hearings on 
the American Telephone & Telegraph 
Co. Long Lines Department’s “sched- 
ule 5” tariffs, covering high-grade 
channels designed for the SAGE sys- 


ROLAND DAVIES, editor of 


left, 
TE&M’s “Washington Observations” is 


editor of ‘“Telecommunications Re- 

ports,” and FRED HENCK, right, co- 

editor of TE&M’s “Washington Ob- 

servations,” is executive editor of 

“Telecommunications Reports,” Wash- 
ington, D. C. 


pact... Higher REA interest rate included in budget message. 





tem but also available to commercial 
customers, be held separately from 
the overall private line investigation. 

Actually, the FCC did not directly 
deny the GSA request, and, in di- 
recting Examiner J. D. Bond to con- 
duct hearings on the schedule 5 tar- 
iff following completion of the over- 
all private line hearings, said it did 
so “without prejudice” to the pend- 
ing GSA request. It appeared un- 
likely, however, that the Commission 
would reverse itself in the near fu- 
ture and order separate schedule 5 
sessions to go on concurrently with 
the private line hearings or while the 
latter are in recess. 

Net effect of the rulings. unless 
changed by subsequent developments. 
thus is that extended private line hear- 
ings will continue to go on, perhaps 
for six months or more. Tariff sched- 
ules covered in the general sessions 
are applicable to government as well 
as commercial customers, and where 
the services involved — such as regu- 
lar teletypewriter and telephone — 
are used for SAGE, a final decision 
on them would affect SAGE services 
equally. But presumably a ruling on 
the schedule 5 rates would not come 
for a while after determination of the 
general private line proceeding. 

Another part of the FCC’s “pack- 
age” of rulings suspended for 90 days 
tariffs filed by 14 Bell System asso- 
ciated companies similar to those of 
Long Lines Department for the sched- 
ule 5 service. The Long Lines tariff 
was suspended initially, and put into 
the general private line investigation 
by the Commission, but it has been 
in effect for some time following the 
close of the suspension period. 

In the FCC order discussing its 
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TWO STANDARD FLOTROL CHARGERS 
TEAMED TOGETHER FOR THE UTMOST 


IN FLEXIBILITY, SAFETY, COMPACTNESS 


You get standby peak capacity or 
additional operating capacity — 
without using additional costly 
floor space! 


The Lorain Dual Flotrol Battery 
Charger Assembly consists of two 
complete Flotrols mounted one 
above the other in a standard 23” 
relay rack. The upper unit ts in- 
verted to bring all meters and 
controls to eye level, along with 
easy-access input and output leads. 
Total floor space: 24-3/8”x 15”. 


The two chargers can be used 
either individually, or continu- 
ously in parallel. In addition, an 
automatic control panel (optional) 
allows either Flotrol to be selected 
as the primary charger with the 
second unit automatically oper- 
ated in response to load demands 
exceeding the capacity of the 
primary charger. 


Maintenance work or replace- 
ment of either unit leaves the 
other in service. 


Automatic proportional sharing 
of the load when operating in 
parallel is available on most of 
the 14 models. 


Single-phase Duals offer a range 
of outputs from 24 to 48 amps. 
(input 230 or 115 volts, 60 cy- 
cles). Three-phase Duals cover 
50 to 100 amps. Capacity of a 
Dual unit of less than maximum 
rating can be increased at any 
future time by substituting a larger 
Flotrol for either unit. 


Lorain Dual Flotrols are offered 
in many combinations of charg- 
ers, controls and accessories. 
You can buy complete assemblies 
or any part you require. Get the 
full story. 


Write for Bulletin 174A 


THE ONLY COMPLETE LINE OF POWER EQUIPMENT FOR COMMUNICATIONS 


our equipment 
is sold through leading 
telephone distributors 


ORAIN 2. Guroraiion 


SRL F Street Lorain, Ohio 


Phone: ATlantic 8-9191 
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decision not to separate the interim 
rate matter from the overall investi- 
fe WHITN FY gation, the Commission said the in- 

terim rates “are subject to the same 
test of justness and reasonableness in 
these proceedings as are any other 
private line telephone or telegraph 
rates which are under consideration” 
in the overall investigation. 


“In support of the suspended priv- 
ate line teletypewriter rates, (the com- 
mon carriers) are relying largely up- 
on the same evidentiary showing they 
have thus far made pursuant to the 
aforementioned issues” (of the gen- 
eral investigation). “Any determina- 
tion made by the Commission with 
respect to the lawfulness of private 
line teletypewriter rates as contem- 
plated by the aforementioned issues 
of the general investigation, as well 


Ola vidstertsyel by as with respect to the aiengeh ~— 


under suspension, obviously involve 


7? years eva 2 the consideration of cost data and 


other evidence going to questions of 
Rugged Se Wales, rate levels and rate structure common 
to both determinations .. . 

“In our opinion, the best interests 
of the private line users and the re- 
spondent carriers will be served by 
developing a full and complete re- 

7 cord on costs and rate structure ap- 
Still in service after more than twelve years... plicable to all private line services in 





that’s the exceptional record of WB issue in (the overall private. line rate 
Reinforced TELEPRENE Drop Wire . . . and dockets}, Tamehy saneiing te Com- 

: . : mission to dispose of any questions 
there’s only one reason... quality. By cutting regarding the lawfulness of the rates 
drop wire replacement to the bone with under suspension and to determine, 
Reinforced TELEPRENE, Whitney Blake as contemplated by the issues in (the 


overall dockets), rates that should be 
: : made effective. Moreover, in order 
for nothing, unless it stands up as long as to protect he wears of theseervices, 
WB TELEPRENE, service calls and replacements we have required the respondent car- 
| riers to keep account of all amounts 
> received as a result of the ‘interim’ 
/ increases, thereby providing a method 

(aos by which refunds may be ordered in 
the event such refunds are found to 


wanes 
ia ei be warranted at the conclusion of the 


proceedings.” 


has proved that even if you could get drop wire 


would cost you more. 













The Commission said it “will ex- 
pect respondent carriers and _ inter- 
venors to present, without delay, any 
additional evidence which they re- 
gard as necessary to a full determin- 
ation of the issues” in the overall rate 
dockets. “In order to insure the 
prompt disposition of the issues in 
(those dockets), we shall require the 


WHITNEY BLAKE COMPANY 
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FOUR SIZES 


7 frame units with 390 or 490 
listings capacity 
13 frame units with 700 or 890 
listings capacity 








ACME VISIBLE RECORDS, INC., Telephone System Division, Crozet, Virginia 


Please send us illustrated booklet of equipment specifically designed for Telephone Companies. 








LN Ne VISIBLE 


With direct distance dialing, it is essential for 
users of P.B.X. Boards to have a visible record of 
all frequently called numbers. Flexoline Key- 
shelf Directory units are specifically engineered 
and designed for use on P.B.X. boards and furnish 
the flexibility of individual Flexoline listings on 
the keyshelf. 

The last Flexoline strip on the front of each 
frame is visible . . . listings may be added or changed 
without concern for label changing or other index- 
ing detail. 

Flexoline strips are furnished in sheets of 42 
strips per sheet, pre-scored horizontally to the %” 
standard typewriter space. Supply of Flexoline is 
included to completely establish the reference list- 
ings and accommodate listing changes. 





Acme Visible Equipment is designed for the telephone 
industry by Systems Engineers in close cooperation 
with practical, experienced telephone experts. Tell us 
your needs and receive our suggestions and quotations. 








[|] We are interested in Acme Visible equipment for records. 
(kind of record) 

Check department: [_] Accounting [_] Commercial [| Plant [| Traffic $-259 

{_] Have representative call. a Time 

Company Attention 

Address 

City Zone State 
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P.B.X. KEYSHELF DIRECTORY UNITS 

















Straight Neoprene-Jacketed 
Instrument Cords with twisted 


or parallel inners. 






Nylon Operators’ Cords and 
Switchboard Cords, with or 
without Plugs 








Neoprene Handset Cords with 
Moulded Strain Reliefs 








Spiraflex® 
Retractile Cords 


It’s a fact! .. . COMMERCIAL is 
headquarters for one of the most 
complete and diversified lines of 
cords available today . . . guarantee- 
ing highest quality and prompt serv- 
ice to meet your every requirement. 
Remember this whenever you need 
good cords in a hurry. 


Write for Catalog, Samples and Prices. 


P.S. Commercial Instrument 
Cords are now available in color! 


COMMERCIAL CORD 
COMPANY, INC. 
CLIFTON SPRINGS, N. Y. 
Phone: HOward 2-2311 


QUALITY CORDS FOR ALL MAKES AND 
TYPES OF TELEPHONE INSTRUMENTS 











hearing examiner, after completion 
of the record therein, to certify the 
record to the Commission for deci- 
sion, and to thereupon proceed to re- 
ceive additional evidence necessary 
to conclude the proceedings” in the 
schedule 5 case. 

Soon after issuance of the Com- 
mission order, the FCC staff wrote 
to all parties to the private line case, 
asking them to advise the Commission 
in the near future what evidence they 
plan to present to complete their cases 
in the private line hearings. 


CWA-Wisconsin Tel. 
Agree on New Contracts 

N AN agreement which came quick- 

ly after bargaining sessions began, 
the Wisconsin Telephone Co. and the 
Communications Workers of America 
have settled on new 15-month con- 
tracts which provide wage increases 
ranging from $1 to $5 weekly, and 
four weeks’ vacation after 30 years 
of service. 

In a separate agreement, changes 
in the company’s pension program to 
increase the monthly minimum pay- 
ments and setting the basis for com- 
putation at the highest or last years’ 
average annual pay, instead of using 
the last 10 years as the basis, were 
decided on. 

The Wisconsin pacts were the first 
for the year in CWA-Bell System bar- 
gaining. A number of other Bell Sys- 
tem units reached agreements with 
CWA soon thereafter on similar 
changes in their pension programs. 

The changes in the pension pro- 
gram announced at the conclusion of 
bargaining between the Wisconsin 
company and CWA provide — in ad- 
dition to changing the computation 
basis — or increasing the minimum 
from $75 to $85 a month for those re- 
tiring before the age 65, and from 
$100 to $115 for those retiring at 65. 

There were no changes in the pen- 
sion program as far as application of 
social security payments are con- 
cerned, or in adding survivorship 
provisions, two items which had been 
included in CWA’s announcement of 
1959 bargaining goals at its mid-De- 
cember bargaining policy committee 
meeting. 


CWA President Joseph A. Beirne 


referred to the Wisconsin agreement 
as “probably the most significant one 
in the 20-year history of bargaining” 
between his union and Bell System 
companies, referring particularly to 
the four weeks’ vacation provision in 
the contracts and to the “long-needed 
improvements in the company pen- 
sion plan.” 

The CWA President declared, 
“This is the first time ever that Bell 
System pension changes have been 
bargained out in conjunction with 
contract negotiations; it is also the 
first time that changes have been 
made in the plan upon the initiative 
of the union.” He added that the 
“Wisconsin Telephone Co. has dem- 
onstrated a desire to deal mutually 
with the problems that exist and we 
believe that a long step forward has 
been taken toward improvement o! 
labor management relations.” 


Higher REA Interest Rate 
Included In Budget Message 

GENERAL picture of the legis- 

lative program of the Eisenhow- 
er administration, as it relates directly 
or indirectly to the communications 
field, has been outlined in President 
Eisenhower's messages to Congress 
in the early weeks of the new Con- 
gress. 

In his budget message. President 
Eisenhower brought up again the 
proposal to raise the present statutory 
2% interest rate on Rural Electri- 
fication Administration loans to a 
“rate which will cover the current 
cost to the Treasury of equivalent- 
term borrowing and other reasonable 
costs,” and to use revolving funds for 
REA loan purposes. The President 
stated that “The prospective size of 
new capital requirements, together 
with the present state of development 
of the rural electric cooperatives, em- 
phasizes the need to broaden the 
sources of capital from which the 
REA system may obtain the funds 
to finance needed expansion. I am 
again proposing that legislation be 
enacted to assist both electric and 
telephone borrowers to obtain financ- 
ing from private sources.” 

A later message to Congress on ag- 
ricultural matters did not refer to the 
REA situation, but an accompanying 
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SUPERIOR 
TERMINAL 









Easy installation of the 
SUPERIOR TERMINAL 





Skin line wire 
insulation. 


ee SUPERIOR 
oa Parallel 


on line wire. a LINE WIRE 





These two great Superior products are closely matched for 
long life, ease of installation and economy. 


Connect drop 


wire. The Superior PLWT-1 and PLWT-2 self-supporting Termi- 
nals are exclusively designed to provide positive contact 
with parallel conductors by pressure and gripping action 
of the terminal posts. Superior Terminals permit termina- 
tion at any place, anytime, after installation of the line 
without cutting wire. The Terminals are completely weath- 
erproof, easily installed and removed, and provide many 
years of satisfactory operation. 


Superior Parallel Line Wire, 14 gauge copper covered steel, 
is completely insulated with high grade polyethylene. Also 
available with 12 gauge copper covered steel or .083 gal- 
vanized special steel conductors. All have outstanding self- 
supporting characteristics and low attenuation. 


Snap on 
neoprene 
terminal cover. 


Use Superior Parallel Line Wire in place of open wire for 
greater economy and efficiency. 





For detailed specifications, write 


MA) SUPERIOR CABLE 


SUPERIOR CABLE CORPORATION, Hickory, North Carolina 
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Proven Products 


} 
} 














WHITNEY BLAKE 






















INSIDE 
WIRING 
“ABLE 






















Available in Brown or Ivory Jacket in 22 
and 24 A.W.G. from 6 to 76 pairs. WB 
Inside Wiring TELECABLE offers many ad- 
vantages including: 









Light weight for easy installation 















Moisture resistance for damp ducts 






Plastite insulation resists crushing 








Easily pulled when installing in ducts 





Unaffected by humidity 








Easy to terminate 














Full color-coded insulation assures last- 
ing polarity identification 









Jacket is tough, flame and abrasion re- 
sistant 





® Steel rip wire makes stripping easy 









@ Permanently marked with gage and 
number of pairs 









INDEPENDENT 

















WELL BUILT WIRES SINCE 1899 


” WHITNEY BLAKE COMPANY 


NEW HAVEN 14, CONNECTICUT 
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memorandum from Agriculture Sec- 
retary Ezra Taft Benson referred gen- 
erally to the REA proposal. 

In the REA section of the budget, 
the President estimated that at the 
outset of fiscal 1960, beginning July 
1 of his year, REA will have $105,- 
000,000 available for new telephone 
loans, including $80,000,000 in new 
authority in the coming fiscal year. 
An $80,000,000 loan program for 
the year was forecast. At the close of 
fiscal 1960, it was estimated, REA 
will have made $654,234,000 in 
loans; have advanced $504,608,000 
to borrowers; will have provided for 
235,000 route miles of line built or 
improved; and will have made 751] 
loans affecting 997,000 subscribers. 

Reviving plans of the Joint Fed- 
eral-State Action Committee to trans- 
fer some federal local telephone tax 
authority to the states, along with 
some spending programs, the Presi- 
dent declared that “As part of my 
proposals . . . to return responsibil- 
ity for certain federal programs to the 
states —in this instance, responsibil- 
ity for vocational education and for 
waste treatment facilities — federal 
excise taxes on local telephone service 
should be revised effective July 1, 
1960, to allow limited credits for tele- 
phone taxes paid to the states.” 


Given prominent attention in the 
budget message, in a slightly differ- 
ent approach from preceding years, 
was a call for “savings to the general 
taxpayers from more adequate fees 
and charges.” The President declared 
that “Certain government activities 
confer measurable special benefits on 
identifiable groups or individuals be- 
yond the benefits to the general pub- 
lic. The cost of federal services which 
convey special benefits should be re- 
covered through charges paid by the 
beneficiaries, rather than through 
taxes on the general public.” 

Fees for filing applications with 
such agencies as the FCC have been 
discussed for some years, and the 
Bureau of the Budget is once again 
compiling comments from govern- 
ment agencies on the subject. Specific 
plans of several federal regulatory 
agencies, including the FCC, to col- 
lect fees were blocked several years 
ago by the Senate Interstate & For- 








THIS MAN IS SAVING YOUR MONEY 


place and going to work. 


One of the exceptional service 
features which saves time and 
money for every buyer of a Col- 
lins Microwave system is final 
floor testing. The completed sys- 
tem built by Collins is racked in 
the testing area. Units of the sys- 
tem which will be many miles 
apart in the final installation are 
connected by waveguide contain- 


COLLINS RADIO COMPANY 


ing path-loss-simulators to approx- 
imate actual operating conditions. 
Data compiled during the testing 
is used by installation technicians, 
for a tremendous savings of instal- 
lation hours. 


Collins racks are assembled, 
wired, tested and shipped as a unit 
to each site ready for setting in 


DALLAS 


CEDAR RAPIDS 


Your microwave dollar buys 
more service, more reliability, 
more flexibility and more value 
when you specify Collins. For 
complete information, write or call 
Microwave Sales Division, Collins 
Radio Company, 1930 Hi-Line 
Drive, Dallas 7, Texas. 


BURBANK 








AUTOMATIC RECORDER-ANNOUNCE! § 


Choose from 5 models—to save money—to make mon: y! 





















With a Recorder-Announcer, you make inter. 
cept announcements and give public service 
messages, automatically! You save on labor 
costs because operators are relieved for other [ 
duties. And, you can make an announcer pays 
for itself quickly by selling advertising time 
to sponsors. Automatic Recorder-Announcers 
save money, and make money for you. 


Automatic Electric offers a complete line of 
Recorder-Announcers for giving any type o 
message. These precision-engineered ma- 
chines use magnetic recorders for lifelike re 
production. Messages are free from annoying 
breaks or changes of pitch. Current consump: 
tion is low, even when an announcer is ru 
continuously. 


One or more of the announcers shown here 
would be ideal for your exchange. For further 
details, write: Automatic Electric Sales Cor- 
poration, Northlake, Illinois. Or call, Fillmo 
5-7111. In Canada, Automatic Electric Sales 
(Canada) Ltd., 185 Bartley Drive, Toronto, 16: 





TIME ANNOUNCER automatically broadcasts the correct 
time every 15 seconds with a message between announcements. Some 
telephone companies use the ‘“‘between’’ time for giving public service 
messages. Others sell it for sponsored commercial messages. Any 
way you use it, the Automatic Time Announcer is a revenue-builder 
for you! 


TYPE VMC gives any message up to four minutes 
long: weather forecasts, paid commercials, public service 
messages or a combination of any of these. Anyone can 
record the announcement from anywhere (even from an- 
other city by remote control). Old message erased and a 
new one recorded in one step. 


TYPE SCC This compact, low-cost announcer gives 
any message, 12 seconds long. Ideal for intercept service 
when only one announcement is needed (or, you can profit- 
ably use two SCC machines for two different messages). 
Can also be used for giving commercial announcements. 


TYPE FML is designed to give a single message (either 
6% or 12 seconds long). Telephone companies use this 
machine to inform volunteer firemen of the location of a 
fire. You might also find it useful for announcing theater 
and train schedules. And, there are a dozen other uses for 
this Recorder-Announcer. 


TYPE MCF is used for repetitive services such as in- 
terception of calls to disconnected lines, dead levels, etc. 
Provides up to five separate messages. Initially, you buy 
equipment for only the number of channels you need. 
Other channels can be added at any time. 


AUTOMATIC ELECTRIC 


Subsidiary of GENERAL TELEPHONE 





4 | eign Commerce Committee, and the 
agencies shown no disposition to re- 
vive them without more vigorous 
prodding from Budget than has been 


Ki yd of LO G. & 8 Seine rt 


LOUD RINGING BELL United Utilities Announces 
Management Changes 
. ie R. CROSBY KEMPER, chairman 
commands attention anywhere! be of the board of directors of United 
Utilities, Inc., Kansas City, Mo., has 
announced the following management 
changes. New directors elected to the 
board are C. A. Scupin, Loren M. 
Berry and R. F. Lucier. According 
to Kemper the vacancies on the board 
were created by the death of Gustav 
Hirsch, and the resignations of Alden 
L. Hart and A. Z. Patterson. 
Kemper also anonunced that Mr. 
Scupin, who has been acting presi- 
dent of the company, was elected 
president. R. F. Lucier was elected 
vice president in charge of opera- 
tions. O. D. Small was elected treas- 
urer. D. Adams was elected assistant 
treasurer. Messrs. Hart and Patter- 
son become members of the newly 
created advisory board. 
























Scupin has been associated in exe- 
cutive positions in the United Util- 
ities system for the past 38 years. For 
Ideal for any noisy or exposed location: factories, the past 24 years Lucier has been 
foundries, mills, taxi stands, school yards, docks, president and general manager of the 


< . . ?’ i lephone sub- 
construction sites, police or fire alarms. company's operating telep 
sia! f sidiaries in Indiana and Ohio. Berry, 


@ Compatible with all types of circuits, in- who has widespread interests in the 
cluding impedance ringers. Independent telephone industry, is 
the owner of L. M. Berry Co., of 


Dayton, Ohio. 





® Weather-proof, rugged construction. 
@ Easy to mount: requires only two screws. 


@ Available in harmonic, synchromonic, deci- 
monic ringing frequencies —or imposed 
straight-line ringers. 
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Ask your Kellogg sales representative for complete information. 


KELLOGG 





CHICAGO, /LLINO/S 








Kellogg Switchboard and Supply Company, 6650 South Cicero Avenue 
Chicago 38, Ill. Communications division of 
international Telephone and Telegraph Corporation 





For a complete list of Kellogg offices, see pages 34-35. 
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4D, REMIND ME TO TAKE HOME A SPOOL OF 
BLACK THREAD TONIGHT /* 
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EDITORIAL 


Part I— “Formula For Halting Progress” 


—— AWAY in most any list of the tele- 

phone industry’s major problems is one we 
believe merits even more attention than some 
of the items now heading the list. 

We will grant the excise tax on telephone 
service and the utility reimbursement provision 
of the Highway Act are important, and it is right 
that all industry members should give their atten- 
tion to these subjects. 

But we believe equal attention and energy 
should be given and applied to a problem created 
by the belief of some regulatory commissions 
that if a telephone company’s earnings look good 
its service rates are too high. 

The records of last year and the records of 
most any year in the past plainly prove such think- 
ing has played an important part in the creation 
of a rate formula based on an erroneous belief 
that low earnings mean low rates while good 
earnings mean high rates. 

This misconception has made itself known and 
felt in many rate decisions. And we believe it will 
continue as a major factor in many rate hearings 
this year and for all the years that follow unless 
more of the nation’s telephone companies activ- 
ate programs aimed at proving ample profits 
will produce better goods and services than less 
profits — and produce them at less cost. 


There is much evidence at hand to support the 
contention that adequate earnings ultimately pro- 
duce lower costs to the consumer. 

In 1957, the convention report of the NARUC 
Committee on Rates of Public Utilities empha- 
sized the long range value to utility customers of 
earnings adequate to permit utility managements 
to make long term commitments. 

“Expanded research and long range employe 
training,” the Committee report stated, “may well 
produce increased efficiencies in the future years, 
even though expenditure for such purposes to- 
day results only in reducing current earnings. 
With some margin in current earnings, utility 
management can safely adopt these programs 
which operate for the long pull... 

“However, if a utility company management 
considers that earnings are already at an adequate 


level, they will be apt to adopt only the short- 
term programs which minimize or eliminate risk 
and the immediate impact on earnings. 

“Recognition of this particular function per- 
formed by adequate earnings is somewhat new 
to the field of regulated utilities. In unregulated 
industry, it has long been apparent that the man- 
agement of those companies whose earnings have 
afforded them the opportunity to operate for the 
long pull are producing, on a quality-price basis, 
the goods that the consumer prefers... 

“The policies of regulatory commissioners 
must be compatible with the programs of those 
utilities who plan for the long pull as distinguish- 
ed from the make-do or short-haul plan. Regula- 
tion that is oppressive may work to the immediate 
advantage of the user of service today but it may 
also ultimately work to his grievious disadvantage 
for many tomorrows. . .”’ 

Without mentioning names we wonder if some 
of the commissioners whose names are appended 
to rate orders issued in 1958 attended the 1957 
NARUC convention, or studied the report of the 
NARUC Committee on Rates. 

At the same time we also wonder how many 
telephone men visited their commissioners and 
reviewed the report with them. 

We know some industry members did just that. 
We also know the work of these few industry 
members would have been more effective had 
more industry members followed the same plan. 

It seems to us that now is the time for con- 
centrated industry action aimed specifically at 
the elimination of what we term the “Formula 
For Halting Progress’? — low rates which result 
in poorer service at higher cost than would be 
attained if the company were allowed to achieve 
good but fair earnings. 

As we see it the formula has been around far 
too long. It has had its day. It has done its dam- 
age. It should be replaced with a new formula 
based on the proven fact that a company with 
good earnings can undertake projects which will, 
in the long run, result in better service at lower 
cost. When it is replaced depends, we believe, on 
how soon the industry starts attacking the prob- 
lem. — (To be continued in the March 1 issue.) 


(The foregoing editorial, although copyrighted, may be reprinted in whole or in part 
without charge provided, credit is given this publication, four copies of such reproduction 
are filed with this publication, and publisher is advised of number of reprints made. This 


legend need not appear on the publication.) 
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For the most advanced Step-By- 








Check these improved features found 
in no other Step-By-Step system 






Tal Simplified designs Al Solderless terminal strips 
Ivf Fewer relays Ral improved wiring 
ral Reduced weight lM Simplified digit absorbing 





a Vertical bank eliminated on linefinders 






From framework to individual switches, Kellogg’s Step-By-Step is engineered to simplify 
operation, to make maintenance a cinch. Result: the most dependable step-by-step equip- 
ment ever offered... meeting all requirements for direct distance dialing...compatible with 
all other equipment. 

For further information, ask your Kellogg representative —he’ll give you all the details 
of Kellogg’s Step-By-Step—and how it can grow with your community needs. 


HKEILOCE 


CHICAGO, ILLINOIS 

















Kellogg Switchboard and Supply Company, 6650 South Cicero Avenue, Chicago 38, Illinois 
Communications Division of International Telephone and Telegraph Corporation 












Regional Offices and Warehouses: 







MINNESOTA: 6100 Excelsior Bivd., Minneapolis 16, Minn., West 9-6715. TWX MP 1195 
CALIFORNIA: 23 Broderick Road, Burlingame, Calif., OXford 7-5780. TWX SAN MATEO CAL 06 NEW YORK: 327 North West Street, Syracuse, N. Y., HArrison 2-9251. 

GEORGIA: 1594 Southland Circle, N.W., Atlanta 18, Ga., SYcamore 4-2441. TWX AT 351 OMIO: 1555 West Fourth Street, Mansfield, Ohio, LAfayette 4-6511. TWX MANS O 132 
WLLINOIS: 4600 So. Tripp Ave., Chicago 32, Illinois, CLiffside 4-4300. TWX CG 3296 TEXAS: 1515 Turtle Creek Bivd., Dallas 7, Texas, Riverside 7-5191. TWX DL 02 
KANSAS: 7th & Sunshine Road, Kansas City 15, Kansas, MAyfair 1-4418. TWX KC KAN 1055 EXPORT: 157 Prospect Street, Passaic, N. J., PRescott 3-5100. 
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Afi 
1—Bay framework lighter. Built up from Uni- 
strut frames that permit any shelf arrange- 
ment. Framework smooth-finished, easy to 
maintain, durable, modern looking. Made from 
cold drawn steel. 


LLL 


* 
+ > 


3—Linefinders also feature simplified design, 
with number of relays reduced to two and ver- 
tical bank eliminated. Automatic self-checking 
of linefinder and control circuits. 





2—Simplified circuit design cuts number of 
relays in all selector switches. Marked by ver- 
tical bank instead of post bank; simpler digit 
absorbing. All selector switches have faster- 
than-normal operation. 


4—Superior wiring: insulated with a semi- 
rigid polyvinyl chloride covering. Line circuits 
are mounted on fiberglass bars; shelves are 
strap wired: no excess wires except those 
needed for future growth. Solderless, auto- 
matic wire wrapping on terminals and relays. 
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FM Subscriber Line Carrier terminal with 
transmitter unit removed to show unitized 
construction with plug-in components. This 
“plug-in” concept simplifies trouble shooting 
and maintenance — avoids shutdowns. 


M Subscriber 


Line Carrier 


The economical answer to your rural service problems! 


FM Subscriber Line Carrier provides a low- 
cost, versatile method of adding up to 10 
multi-party subscriber circuits on an exist- 
ing wire pair. 

Operating frequencies are higher than with 
most conventional carrier equipment, thus 
permitting installation on the same circuit 
or pole-lead as existing carrier, with little 
or no problem of coordination. Hundreds of 
these systems now in use by leading tele- 


phone companies are proving the depend- 
able, economical answer to improved rural 
service. 


Lenkurt and Automatic Electric have teamed 
up to provide complete engineering, supply, 
and repair service for FM Subscriber Line 
Carrier equipment. If you would like more 
information, call your nearest Automatic 
Electric Representative — or write for illus- 
trated literature. 


AUTOMATIC ELECTRIC & 


Northlake, Illinois * Subsidiary of GENERAL TELEPHONE 
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NEW “REVENUE BOOSTER”’— 


PERSONAL 
SIGNALING 


By NEWTON MONK 
AND E. D. GUERNSEY 


SEUUEUEECNUDEDUEEEOEEEEEEEEECEEDECREAEERE DATE ERE EE TEER EET EA DEER EE TEETER ERE E EUR R Renae eS 


CUSTOMER service interviews 
conducted by Ohio Bell indi- 
cate initial service with per- 
sonal signaling service has 
been generally favorable. 
(Part One of this article ap- 
peared in the Jan. 15 TE&M. 


SVGEEUUOEOOEOUEEROAUEAEOUUEOUAOERNOUURUAOOROREOOOREUUOEDOUOEREOUOEEEUEUEEOOOEOEEOUEREODEREROODRUUOE EES 
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ZSULUEAEEOOGOEOGUCEOEODGDESOGHOREOAADAGOUOONAROOEAEAOSSONNUONOROgOOOOONONONED 


Ti 


Radio Coverage 

i bows AREA over which signals can 
be received by the pocket receiv- 

ers consistently enough to be desig- 

nated as a “service area” is consid- 


‘erably smaller than the service areas 


ordinarily obtained in vehicular com- 
munications systems using compar- 
able base station power. 

This is due primarily to the neces- 
sarily small and relatively inefficient 
antennas employed with the signaling 
receivers. Accordingly, their sensi- 
tivity, when carried on a person, is 
only of the order of 40 to 50 db above 
one microvolt per meter. 

As might be expected, also, from 
the variables involved, no single 
“radius” can be used to express ade- 
quately the extent of the signaling 
system service area. For example, the 
receivers may be carried in a variety 
of ways; in breast pockets of suits or 
shirts, clipped on belts or carried in 
handbags. The persons carrying the 
receivers may be in buildings, on foot 
on open streets, or in automobiles or 
public conveyances. 

These variations in local environ- 
ments of receivers in day to day use 
influence reception, particularly when 
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FIGURE FIVE: — Coverage areas for signaling systems. 


receivers are carried in buildings or 
cars where shielding or “penetration 
losses” may range from small to very 
substantial factors.* Consequently, 
discussion of ranges or service areas 
necessarily requires at least some gen- 
eral classification as to receiver en- 
vironment. 

Figure Five shows a map of Col- 
umbus and vicinity with three circles 
superimposed. Two of these circles 
indicate approximate average mini- 
mum coverage ranges for receivers 
meeting minimum sensitivity require- 
ments. 

The inner circle, 3.5 mile radius, 
applies to receivers carried in the 
lapel pockets of persons seated in 
cars. 

The outer circle, with a 12-mile 
radius, applies to receivers carried in 
the lapel pocket of persons standing 
in the open. 

These ranges are based on the re- 
sults of tests in which several receiv- 
ers were signaled at each of a num- 
ber of test points. The radius of each 
circle is an approximate average of 
radial distances from the transmitter 
to test points at which all receivers 
received all test signals for that re- 
ceiver environment. 


Individual receivers could, in many 
instances, be signaled at distances 
substantially greater than indicated 
by these “average minimum” circles. 

For example, the intermediate cir- 
cle on Figure Five with a radius of 
six miles, indicates an approximate 
average distance from the transmitter 
of a number of test points at which 
at least one of several receivers could 
be signaled when carried in the lapel 
pockets of people in cars. Conse- 
quently, this 6-mile radius is believed 
to indicate roughly a limiting boun- 
dary for pocket-carried receivers in 
cars. 

Penetration losses in buildings have 
not been investigated specifically in 
Columbus. However, in tests with re- 
ceivers carried by telephone company 
personnel prior to placing the system 
in service, signals were received in 
some buildings as far as 7 to 9 miles 
from the transmitter. 

In other instances, either all or one 
or more of the three transmissions 
were not received at some locations 
in some of the larger buildings in 
the downtown area less than a mile 
from the transmitter. From the prac- 
tical standpoint, the variations be- 
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tween buildings may make it desirable 
to establish by test whether receivers 
can be signaled in individual build- 
ings in which their use may be high 
rather than to attempt to generalize 
on ranges for various types of build- 
ings. 


Channel Sharing 
N IMPORTANT consideration in 
the installation of the Columbus 
personal signaling system was to de- 
termine the effect of sharing the same 
radio channel by the signaling and 
mobile telephone services. 

The primary advantage of such op- 
eration is, of course, more efficient 
usage of the radio spectrum. A sec- 
ondary advantage is that, when fre- 
quency modulated pocket receivers 
become available, the same radio 
transmitter can be used for both 
services. 

Operating the two services on the 
same radio channel is not, however, 
without certain disadvantages. In the 
first place, delays to some of the calls 
of both types are bound to result. 
Furthermore, due to the loss of sig- 
naling time, the number of personal 
signaling calls which can be transmit- 
ted is reduced so that fewer signaling 
customers can be served. 


Another disadvantage is that the 
signaling tones will be heard by mo- 
bile telephone customers in automo- 
biles when attempting to initiate calls 
during times personal signals are be- 
ing transmitted. These customers will 
hear the signaling tones and must 
recognize the difference between these 
tones and certain two-tone signals 
used in the mobile telephone system. 


Operating Experience 

T THE TIME this paper was pre- 

pared the Columbus personal sig- 

naling system had been in operation 
slightly less than two months. Com- 
mercial service was started May l, 
1958, with 40 personal signaling re- 
ceivers and 85 mobile telephone serv- 
ice units sharing the channel. 

During the month of May the num- 
ber of pocket receivers increased to 
89 while the number of mobile tele- 
phone units remained substantially 
the same. For the first half of June, 
only minor variations in the number 
of units of each type occurred. 

Since inception of the service, sev- 
eral types of studies have been con- 
ducted. These included (1) evalua- 
tion of public acceptance of the serv- 
ice, (2) records of requests for re- 
petitions of transmissions of signals 


not received, and (3) effects of shar- 
ing the channel by the signaling and 
mobile telephone services including 
records of channel usage time and 
delays in transmission due to channel 
busy conditions. 

The initial experience with the 
system has been considered generally 
favorable. During a six week period 
178 customer service interviews were 
conducted. Satisfaction was indicated 
in 168 of these interviews while dis- 
satisfaction for some reason was ex- 
pressed in 10. Among the latter, rea- 
sons given included “insufficient use” 
in 5 cases, “coverage” or “range” in 
3 cases, and “discontinued business” 
in one case. 

From records of a total of 1265 
personal signals sent out during nor- 
mal business hours (8:00 A.M. to 
5:00 P.M.) on 29 week days, there 
were 265 test calls to check receivers 
and 45 second or subsequent requests 
for signals in cases in which the first 
signals were not received. 

Second or subsequent requests for 
signals were found in some cases to 
be due to faulty receivers. In other 
cases receivers were presumably 
turned off or out of range since the 


requests or reports were not repeated. 
Please turn to page 79 
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FIGURE SIX: 


— Delay to signaling calls due to channel sharing. 
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GOOD TELEPHONE SERVICE 


Starts With Proper Installation 


By JOHN S. REED 





GOOD installation prac- 

tices stimulate the plant 

employe’s confidence by 

enabling him to deal intel- 

ligently with the situations 

that arise iri the course of 
his daily work. 


CHAPTER THREE — Drop Wire Runs 


CHAPTER Ill of TE&M’s operating manual 
on station installation discusses installing 
drop wire runs on buildings. Part | of this 
manual appeared in the Sept. 15 issue. 
Part Il was published in the Nov. 1, issue 


Installing Drop Wire 
Runs on Buildings 
ROP wire runs should be installed on buildings 
to meet requirements for proper entrance into the 
building or termination in an outside protector. 

On wood frame houses not having stone or brick 
veneer to which drop fixtures can be attached without 
penetrating or contacting wood or metal backing, the 
drop runs should be supported on porcelain knobs and 
porcelain (or plastic) tubes should be used in the wire 
entrance hole. This requirement applies when fused 
type protection is employed, but need not apply when 
the station protection is of the fuseless type (protector 
blocks only in approved type protectors). 

Different types of fixtures are employed for attach- 
ing drop spans to buildings, depending on the building 
construction, whether frame, stucco composition siding, 


aluminum siding, hollow tile, brick or stone veneer, 
or solid brick or stone. The angle of the drop span 
with the building and the number of drop wires in the 
wire run also determine the type of fixtures to use. 
The fixtures recommended for use in various situations 
are listed in Table One on types of drop fixtures and 
fasteners. The drop wires are attached to the fixtures 
with drop wire clamps illustrated in Figure 12. Figures 
13 to 20 illustrate the methods of supporting the drop 
wire run. 

The primary attachment for the drop span should be 
placed directly above the wire entrance into the build- 
ing so that the drop run will come down vertically 
to the entrance. If snow or ice is likely to slide off the 
roof onto the drop span, the primary attachment should 
be placed elsewhere on the building, if possible, or 
higher up near the eaves so as to lessen the shock of 
falling ice or snow on the drop. 

The drop wire run should be made in a vertical or 
horizontal direction, not on a slanting line. Wire runs 
on the building wall should not interfere with the 
use of doors, windows, awnings, fire escapes, or other 
building fixtures. 

Only the minimum number of drop fixtures required 
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TABLE ONE: — Types of 


Type of Drop Fixture and Use 





Type “S’”’ Knob — At primary at- 
tachment on building, where 
angle of drop is Kss than 30°. 
(All loading zones) 


Type “S’” Knob — At primary 
attachment where angle of drop 
with building is 30° or greater. 
(all loading zones) 

Type “T’ Knob — At primary 
attachment on building for 2 
drop runs where angle of drops 
is less than 30°. (Medium and 
light loading zones) 

Type “T”’ Knob — At primary 
attachment on building for 2 
drop runs where angle of drop 
is 30° or greater. (Medium and 
light loading zones) 

Type “C’ Knob — Split type 
for 1 and 2 wires in run. At 
secondary attachment 6” from 
primary attachment, intermedi- 
ate, and final attachments, also 
at turns in run. 

Drop Wire Clip S-shaped 
metal clip used for secondary 
attachment on same “S” or “T’’ 
knob or drop wire hook with 
drop wire clamp. Used in place 
of “C” knob associated with 
primary attachment. 

Insulated Screw Eyes (porcelain 
eyes with diagonal slot. Used at 
turns in runs (2 required), also 
to support runs. 

House Bracket — Assembled with 
1 “S” knob and 5/16” x 2” 
stove bolt or with 2 “S” knobs 
and 3” stove bolts for 1 or 2 
wires. (Note 4), 

Corner Bracket Assembled 
with “S” or “T” knobs using 
same sizes of bolts as specified 
for house bracket. Used at prim- 
ary attachment where wire is to 
turn corner, also at inside corners 
in run. 

Drop Wire Hook — At primary 
attachment for 1 or 2 wires, all 
drop angles, all loading zones. 


Bridle Rings — 5/8’ — At turns 
and intermediate attachments in 
runs of up to 5 wires. 
Drive Rings — 5/8” — At turns 
and intermediate attachments in 
runs of up to 5 wires. 


Drop Wire Fixtures and Fasteners for Attaching the Fixtures to Different 
Kinds of Surfaces. 


Uses, Types, 


Frame with Wood 
Siding (Note 1) 


or Fasteners for Attaching Fixtures 


Stucco, Composition 
Shingles or Brick 
Roll Siding 
(Nate 1) 


Hollow Tile 


Substantial Brick 
or Stone Veneer 
(Note 2) 


Solid Brick or 
Stone (Masonry) 


2%” x #18 F. H. 
Galv. Wood Screw 
(Note 3) 


On 5/16” Angle 
Screw (Note 3) 


3%” x #18 F. H. 
Galv. Wood Screw 
(Note 3) 


On %” Angle Srew 
(Note 3) 


2\o' x #10 R. H. 
Galv. Wood Screw 
(Use 2” x #10 in 


hard wood) 
With ase or ed oa 
knob, also with 


either knob on an- 
gle screw, house or 
corner bracket 


Short shank type 
%” for 1 to § 
wires; 1” for over 
5 wires 

 » Mid RH. 
Galv. Wood Screws 
(3 required) 


2” x #14 R. Hz 
Galv. Wood Screws 
(2 required) 


(Note 3) 


(Note 3) 


(Note 3) 


3” x #18 F. H. 
Galv. Wood Screw 
(Note 3) 


On 5/16” Angle 
Screw (Note 3) 


4%" x #18 F. H. 
Galv. Wood Screw 
— if needed to 
reach wood stud or 
backing. (Note 3) 


On %” Angle Screw 
(Note 3) 


3” x #10 R. H. 
Galv. Wood Screw 


With “S” or “T” 
knob, also with 
either knob on an- 
gle screw, house or 
corner bracket 


Long shank type 
5%” for 1 to 5 
wires; 1” for over 
5 wires 

2%” x #14 R. H. 
Galv. Wood Screws 
(3 required) 


2%" x #14 R. H. 
Galv. Wood Screws 
(2 required) 


(Note 3) 


(Note 3) 


(Note 3) 


5/16” x 5” Toggle 
Bolt with flat side 
of knob under bolt 
head. (See Drop 
Wire Hook) 


Do not use (See 
Drop Wire Hook) 


6” x 5/16” Toggle 
Bolt with flat side 
of knob under bolt 
head. 


Do not use. 


3/16” x 4” RH. 
Toggle Bolt 


With “—? or onpre 
knob or with either 
knob on house or 
corner bracket 


Do not use. 


4%" x 4” Toggle 
Bolts (2 required, 
one in upper, and 
one in a lower hole 
in bracket) 


“4 x 4” Toggle 
Bolts (2 required) 


5/16” x 4” Galv. 
Toggle Bolt with 
7/16" x 1” Galv. 
washer on 9/16” x 
1%” Galv. washer 
between hook and 
wall 


Use Toggle Bridle 
Rings 


Use Toggle Bridle 
Rings 


Do not use. 


Do not use. 


Do not use. 


Do not use. 


With drop wire 
hook. 
Do not use. 


Do not use. 


Do not use. 


5/16” x 13%4” Ham- 
mer Drive Anchor 


In 1” x #10-14 
Lead Screw Anchors 


In %” x 1” Ham. 
mer Drive Anchors 


thick, make attachment to wood trim or building eaves, using “S” knob alone or on house bracket. 


Do not use. 


Do not use. 


Do not use. 


Do not use. 


Do not use. 


wire 


With 
hook 


drop 


Do not use. 


Do not use. 


Do not use. 


5/16” x 1%” Ham- 
mer Drive Anchor 


In 1% x #1014 
Lead Screw Anchors 


In 1%" x 1” Ham- 
mer Drive Anchors 


When house construction includes soft fiber backing, make attachment to wood stud behind backing, wood trim, or eaves 
Standard brick veneer is 3%” thick. On old brick veneer that cracks or crumbles on drilling, or on veneer thinner than 334” 


At stations with fuseless protection, metallic fixtures such as drop wire hooks, bridle rings, and drive rings may be employed 


where it is determined that drop wire insulation has adequate dielectric strength to omit porcelain knobs and tubes. A gal- 
vanized cable clamp of the proper size to fit the drop wire may be used at the final attachment of the drop, wwh 1” x#10 


Note 1 — 
on building. 
Note 2 — 
Note 3 — 
galvanized wood screw for frame building. 
Note 4 — 


or “T” knobs are assembled on bracket, place one knob above and one below the bracket. 
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For four wires in medium or light loading zone, use two “T” knobs and %” x 5” galvanized machine bolt. When 2 “S” 






to properly support the run should be placed. The at- 
tachments should be spaced approximately 9 feet apart 
in horizontal runs and 12 feet apart in vertical runs, 
unless it is necessary to adequately clear the building 
siding or to prevent the wire from striking the build- 
ing in wind swept locations by placing the attachments 
closer together. The attachments should be evenly spaced 
between either end of the run and the turning point. 
The wire in drop runs should be pulled up sufficiently 
tight te maintain a neat appearance of the run. The 
wire between the drop attachment on the building and 
the “C” knob associated with this attachment, how- 


ever, should have a small amount of slack so that the 
Please turn to page 42 





STAINLESS STEEL 
WEOGE 








STAINLESS STEEL 
(WILL NOT WEAR 
AT SUPPORT.) 






ASSEMBLED CLAMP 
(AS RECEIVED FROM 
STOCK) 





SO~ MOUNT "S" KNOB IN STUD 
§ | ote PRACTICABLE. 









INSTALLATION FOR 
SECOND WIRE OF 


“sth "S" KNOB 
2-WIRE RUN y, 








INSTALLATION 
FOR SINGLE 
WIRE RUN 
















i™"c" KNOB 






FIG. 13: — Primary attachment of drop span to frame 
building, when angle of drop with building is 30° or less, 
using “S” and “C” knobs for one or two wires in run. 


POSITION OF "C" KNOB FOR 
FIRST 2 WIRES IN RUN 


WOUSE BRACKET 


WITH 2 "S" KNOBS 





FIG. 14: — Primary attachment of drop span to frame 
building, using house bracket and one or two “S” knobs. 
An additional house bracket may be placed below the 


first one for additional wires. 
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TURN KNOBS SO THAT PULL OF DROP 
WILL SCREW KNOB FARTHER INTO WALL 





















"S" KNOB » 
ON ANGLE 
SCREW 


bore 


*"c" KNOB 




















SCREW FIXTURE INTO 
STUDING WHERE 
PRACTICABLE 




















FIG. 15: — Use of angle screw with “S” knob for primary 

attachment of drop span when angle of drop with build- 

ing is 30° or greater. A “C” knob is employed for the 
secondary attachment. 















| MOUNT "S" KNOB ON 
STUD IF PRACTICABLE 





te 
| 
| 
| 





| 
"Ss" KNOB 








DROP WIRE CLAMP 



























FIG. 16: — Drop wire clip used to attach drop wire run 

on building to same “S” knob with drop wire clamp for 

drop span. This arrangement eliminates the “C” knob 

used for the secondary attachment. The wire loop should 

be so placed in the knob groove that the clamp bail will 
not rub against it. 









Reaa! sa 


HAMMER DRIVE 
DROP WIRE HOOK "| ANCHOR 






= 


O | 
oe 





VERTICAL BUILDING 
RUN 






FIG. 17: — Use of drop wire hook and drop wire clip at 
primary attachment of drop wire span to brick building. 
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Proper Installation 





(Continued from page 41) 


drop clamp will take all the strain and not the “C” 
knob. Wire in bridle rings should not be pulled up so 
tightly as to cause rings at turns in runs to cut into 


the wire insulation. 

When making the primary attachment on frame 
buildings, the screw for the fixture should go into a 
stud in the frame wall, if practical. Wall studs may be 
located by the presence of nail heads in the siding 





FIG. 20: Method of supporting drop wire run at outside 
corner turn. 


indicating where the siding is fastened to the studding. 
To prevent splitting of the wood siding, guide holes 
should be drilled in the desired location for the fix- 
ture screws. Satisfactory guide hole diameters for var- 
ious wood screw sizes are listed in the table below: 


"Cc" KNOBS 
Guide Hole Sizes for Wood Screws and Screw Type 
Fixtures 
5/8" BRIDLE RINGS Size of Screw Size of Drill 
tw 2" X #10-14 oa — — 
ANCHORS Oo. / 
= No. 14 1/8” 
No. 18 11/64” 
Angle Srew 11/64” 
Insulated Screw Eye 3/32” 


Figure 21 illustrates typical attachments of a drop 
span and wire run on a frame building. — To Be Con- 
tinued. 


PN 


FIG. 18: — Methods of supporting drop wire run at 
inside corner turns. Top — on frame building. Bottom — 
on brick building. 





NOTE 2 


etn 
ce al Fe Sawannne ce we eteeraas 


nc" KNOB, NOTE 1 
"Cc" KNOB are pon — ] 


RUN ON "C" KNOBS 
FRAME BUILDING 





owen setewceseeresa wes 
. ' 


j 5/8" BRIDLE R ING 


1. Locate first attachment at this or other points on 
building to make direct vertical run (solid outline) 
to protector. Use horizontal run (dotted outline) 
only when necessary for drop span to avoid ob- 
structions. 

2. Place additional attachment if over 9 feet. 

3. Place additional attachment if over 12 feet. 


RUN IN BRIDLE RINGS 
MASONRY BUILDING 





FIG. 19: — Methods of supporting drop wire run at turns FIG. 21: — Showing how drop wire is attached to build- 
from horizontal to vertical direction of run. ing and lead to entrance with vertical or horizontal run. 
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ing industry statistics and play 
around with them to see what will 
come out? It can be a most reward- 


industry. Some of the conclusions 
arrived at in that article were as fol- 
lows: 


ing pastime and once in a while it 


gives you an idea. 


Number Now 


ms a SO Sl 52 53 54 ae 57 a 59 ae 61 ae 63 64 aa 
a 
CHART ONE: — Independent Telephone Companies in the U. S 
“Shaping The Industry's Future” 
By BILL CORMAN* 
What's ahead for the owner of a 150-station company? Mr. Cor- 
man believes 75%, or 822 of the 1,102 existing companies oper- 
ating 150 stations or less will be sold out to other companies by 
1966, and 180 will grow into a larger classification. 
O YOU EVER take some interest- was going to happen to the telephone After looking at these statistics 


it is obvious that something is hap- 
pening — and a littlé thought will 
tell you many companies are being 


Expected Number 





: : gore Operating of Companies on 

You may remember that in a re- Independent Telephone Companies (Jan. 1, 1958) Dec. 31, 1966 
cent article (2/1/59 isswe of “Tele- With from 0 to 150 stations 1,102 100 
Soe : : : 200 
phone Engineer & Management”) 1 Win trom 350 to 550 station "530 400 
did a little prognosticating about what With from 550 to 750 stations 277 250 
TS With from 750 to 1,000 stations 229 275 
*Mr. Corman is manager, South- With from 1,000 to 5,000 stations 600 800 
land Televh C A —* With from 5,000 to 10,000 stations 66 78 
= elephone Lo., Atmore, Ala. With more than 10,000 stations 113 125 
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absorbed by other companies and 
practically all companies are growing. 
Now, the fooling around with figures 
that I want to do involves finding out 
a little about those two factors. 


‘“*Absorptions” 

ET’S TAKE the first one first. If 

you add up the totals of both 
columns you will find a decrease of 
1,763 in total number of companies. 
In other words, in the period from 
Jan. 1, 1958 to the end of 1966, 1,763 
Independent Companies may be ab- 
sorbed hy other companies. Of course, 
some of the companies will go out of 
existence and other new companies 
will come into being — but these are 
very minor considerations and we 
will forget about them. 

The question now arises as to how 
to distribute these absorptions, or 
disappearances, or sales (whatever 
you want to call those 1,763 compa- 
nies) among the different groups. 
After giving it some thought, I have 
come up with the following percent- 
ages: 


Telephone Companies 


Oo— 150 
150— 350 
350— 550 
550— 750 
750— 1,000 

1,000 — 5,000 
5,000 — 10,000 
Over 10,000 


It doesn’t seem necessary to go 
into all the reasons behind the above 
percentages. If you don’t like the per- 
centage figures I have used, you re- 
arrange them to your own tastes. Any 
small rearrangements are not going 
to change the end result that I am 
getting at anyway. 

To be perfectly clear, we are trying 
to say — of the 1,102 Independent 
companies now existing which have 
from 0 to 150 stations, I expect that 
75% (or 822) will be sold out to 
other companies by the end of 1966. 
And so on down through each group. 

If you will agree that my percent- 
ages are at least approximately right, 
we are ready for the next step. Sub- 
tracting the number of companies | 
expect to be sold from those now ex- 
isting, we have what will be left in 


operation. The total comes out to the 
total number of companies [| believe 
will be operating at the end of 1966, 
but the arrangement by groups is 
rather different from what I said I 
expected. 

This difference is accounted for by 
the other big factor — growth. Small 
companies are going to grow into 
mediums, and mediums into bigs. 
And we are now at the point where 
I think you may get interested in this 
“fooling around” process. 


Growth 

ET’S TAKE a look at what this 

growth translates into for each 
size group. The 0 to 150 station group 
now has 1,102 companies. Of these, 
by 1966, 822 will be sold to other 
companies. 180 will grow into a larger 
class but still retain their identity. 
100 will still be in this same group 
with their present identity. 

In the 150 to 350 station group, 
there are now 1,074 companies. 180 
smaller companies will grow into 
this group for a total of 1,254. Of 


Percent that will Number that will 


be absorbed be absorbed 
75% (Approx) 822 
50% 537 
35% 186 
25% 69 
20% 46 
15% 90 
10% 7 
5% 6 


these, 537 will be sold, 517 will grow 
into the next higher group, and 200 
will still be in this group by the end 
of 1966. 

In the 350 to 550 station group, 
there are now 530 companies. 517 
companies will grow into this group, 
for a total of 1,047. Of these, 186 
will be sold, 461 will grow into the 
next larger group, and 400 will be 
left in this group. 

In the 550 to 750 station group, 
there are now 277 companies. 461 
companies will grow into this group, 
making a total of 738. Of these, 69 
will be sold, 419 will grow into the 
next larger group, and 250 will be 
left in this group. 

In the 750 to 1,000 station group, 
there are now 229 companies. 419 
companies will grow into this group, 


making a total of 648. Of these, 46 
will be sold, 327 will grow into the 
next larger group, and 275 will be 
left in this group. 

In the 1,000 to 5,000 station group, 
there are now 600 companies. 327 
companies will grow into this group 
for a total of 927. Of these, 90 will be 
sold, 37 will grow into the next larg- 
er group, and 800 will be left in this 
group. 

In the 5,000 to 10,000 station 
group, there are now 66 companies. 
37 companies will grow into this 
group, for a total of 103. Of these, 7 
will be sold, 18 will grow into the 
next larger group, and 78 will be left 
in this group. 

In the over 10,000 station group, 
there are now 113 companies. 18 
companies will grow into this group 
for a total of 131. Of these 6 will be 
sold, and 125 will be left in this 
group. 

The interesting part of course, is 
picking out the size group you are 
now in, and figuring out the chances 
of what will happen to you in the 
next few years. For example, if you 
are in the smallest group, the chances 
are about 8 out of 11 that you will 
have sold your property by the end of 
1966, and 3 out of 11 that you will 
have retained your company. And if 
you do retain it, the chances are 
about 2 out of 3 that you will have 
moved at least into the next higher 
group, and | out of 3 that you will 
still be under 150 stations. 

If you are in this group, you may 
well be mumbling to yourself (and I 
truly hope you are), “I don’t care 
what he says, I’m going to keep my 
company!” But if that is your posi- 
tion, these figures should still mean 
something pretty important to you. 
If you do intend to keep your com- 
pany going, it is easy to see that the 
odds are 8 to 11 that you won't. 

What makes those odds that way? 
There are many factors, the principal 
one being that a company with less 
than 150 stations just doesn’t have 
enough gross revenue to pay all the 
things that have to be paid. So if 
this is where you are, and this is 
where you intend to stay, the main 
problem you have to solve is how to 
get your revenue up to where it will 
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support a telephone company. And 
Neighbor, as much as I like little com- 
panies, I’m willing to bet 8 to 11 
that you can’t do it. 


The Odds Change 


S° IF you agree with me, now take 

a look at some of the other 
groups. The 550 to 750 group for 
example. The odds are a lot different 
here. All told over the next 10 years, 
there will be 738 companies in this 
group, and only 69 will be sold. In- 
stead of an 8 to 11 chance of having 
to sell out, the chances are now almost 
11 to 1 that you can keep your com- 
pany. 

Does that give you an idea? If it 
doesn’t, it should. You can add 400 
or 500 stations to your company, 
either by feasible development of un- 
developed territory, or by the reason- 
able purchase of other small compa- 
nies, and_ thereby your 
chances of survival from almost im- 
possible to very, very probable. 

If you are in some other group, the 
above will give you some idea of the 
sort of reasoning you can indulge in 
about your company. You may, for 
instance, be in one of the larger 
groups, say 5,000 to 10,000 stations. 

In both your group and the groups 
around you, you will notice that there 
is at least some chance that you will 
sell your property. Maybe you want 
to of course, and if you do, it’s your 
business and I hope you get a good 
price. 

But, on the other hand, maybe you 
want to insure that your property 
won't be sold. In this case, what you 
have to do is discover why properties 
of your size are sold, and then set 
about offsetting those reasons. 

One big reason many good tele- 


change 


phone properties are sold is lack of 
continuity of management. The man 
or family owning or controlling the 
company dies off or gets interested in 
something else — and the company is 
sold. Providing for continuity of man- 
agement may be difficult, but if you 
want to insure maintenance of con- 
trol for yourself, or your family, or 
your group, whatever it may be, it 
must be done. 

Another big reason good companies 
are sold is that the common stock gets 


out of control. No company where 
the man, or the family, or the group, 
does not have control of the common 
stock can insure itself against sale. 
In a very large company with widely 
spread common, such control is, of 
course, impossible, and in that case 
about all that can be done is to again 
fall back on the excellence of manage- 
ment — do such a good job that the 
stockholders will want no change. 
Under certain circumstances even 
that may be well nigh impossible. Or 
you may be at that point where you 
have no choice except to sell so much 


EDITOR’S NOTE 


We know some readers may dis- 
agree with Mr. Corman’s fore- 
cast. Whether you agree or dis- 
agree we'd like to receive your 
thoughts on the subject. Just 
address your letter to TE&M. 


common that you sell away your con- 
trol. This sort of a situation always 
presents problems, but there may be 
ways around the problem. It may be 
possible to create a new company and 
sell some of your property to it so as 
to maintain control over your basic 


or core exchanges. An example of this, 


would be something similar to what 
the Southwestern States Company did 
(See page 41, 12/1/58 
“Telephone Engineer & Manage- 
ment’). Preferred — stock, 
haven’t already used that road as far 
as it will go, might help. 

In other words, you may have ex- 
actly the opposite problem from the 
man with the 150 station company. 
He is too little — you may be too 
big (too big, that is, to be able to 
retain the control that you want to 
retain). It’s not impossible — with 
so much capital, you can build only 
so big a company, so fast — and if 
you build bigger than that, or faster 
than that, you may well be losing 
common control. 

Do you see my point, Neighbor? 
Whatever your size, it will probably 
pay you to “fool around” with these 
figures a little. It certainly won’t hurt, 
and if you are like me, you'll find it 
quite a bit of fun... . I’d be pleased 
to receive your thoughts on this sub- 
ject. Just send your letter to me in 
care of “Telephone Engineer & Man- 
agement.” — Bill Corman. 


recently. 


if you 


New ROHN 


SELF SUPPORTING 


COMMUNICATION 
TOWER 


* 120 ft. in height, fully self-supporting! 

> Rated a true HEAVY-DUTY steel tower, 
suitable for communication purposes, 
such as radio, telephone, broadcasting, 
etc. 

* Complete hot-dipped galvanizing after 
fabrication. 

%& Low in cost—does your job with BIG 
savings—yet has excellent construction 
and unexcelled design! Easily shipped 
and quickly installed. 


FREE details gladly sent on request. 
Representatives coast-to-coast. 


ROHN Manufacturing Co. 


116 Limestone, Bellevue, 
Peoria, Illinois 


“Pioneer Manufacturers of 
Towers of All Kinds” 
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"SUB-HARMONICS 
and OVERTONES" / 


by C. D. EHINGE 


a0 
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“The Right Voltmeter F or The Job” 


THE KID had a case of trouble on a carrier circuit. He figured one 

of the tubes wasn’t biased correctly and he went to work with a 

meter he thought would do the job, stopping only. when Jim 
asked “What's the ohms-per-volt rating of your meter?” 


IM REMOVED his heavy topcoat 

and carefully placed it on a hanger 
in his locker in the locker section of 
the Centerville exchange equipment 
room. His hands were numb from the 
biting cold and he rubbed them to- 
gether briskly. It had taken him near- 
ly three hours to drive to each of the 
CDO offices serviced out of the Cen- 
terville exchange. 

This had been one of the unsched- 
uled inspection trips he attempted to 
make at least once a month to each 
office which was a part of his respan- 
sibilities. Although some of the boys 
sometimes grumbled about it, Jim 
had a fetish for cleanliness and or- 
derliness in any telephone equipment 
room and had long felt the grade of 
service being supplied could be fair- 
ly well judged by the degree of neat- 
ness, completeness, and freedom fram 
dust and dirt in the equipment room. 

While walking over to his desk, 
Jim followed his usual habit of check- 
ing to see where everyone was. Things 
seemed to be fairly normal: Larry 
was using the tea-cart to routine the 
first selector shelves, Naomi was at 
one end of the mainframe, running 
jumpers, Chet and Bill were finishing 
their cablmg job for the new con- 
nector shelves, Chuck was at the test 
bench margining relays on a connec- 
tor switch, and Jim could see the 
_Kid over by the carrier rack. 


A Garbled Circuit 
OMETHING about the Kid’s 
stance, or attitude, seemed to im- 
ply some kind of trouble. Jim decided 





Cc. D. EHINGER 
is president of Citizens Tel. Co., 
Decatur, Ind. 


The Author, 


he had probably better check with 
the Kid before returning to his desk. 

“Hi, Kid, — everything going all 
right?” 

“T think so, Jim,” the Kid replied. 
“Fact is, I think I’ve run down a 
case of trouble but I don’t know ex- 
actly what to do about it.” 

“What's the deal?” 

“Well, Laura, the Chief Operator, 
reported our Metro No. 9 circuit was 
in trouble and it has been turned 
down at the testboard. It’s a carrier 
circuit. Chuck didn’t have time to 
come over and work on it right now 
but he gave me the schematic of the 
carrter and told me to see what I 
could do about it until he has time 
to come over and help me.” 

“What kind of trouble was report- 
ed, Kid?” 












“The trouble ticket says that it is 
‘garbled’. I plugged in on the menitor 
jacks at the testboard and it sure does 
sound ‘horsed up,’ amd Jim, I think 
I’ve found the trouble right now! 
First thing I thought of was that 
we're getting distortion and I’ve just 
been studying some of that business 
to get ready for my test for my Novice 
Amateur-Radio ticket.” 

“What trouble have you found?” 
Jim asked. 

“Well, I figured one of the tubes 
wasn’t biased correctly, since we’re 
getting distortion, so I got out the 
voltage check charts and the first 
point I checked is way off.” 


Ohms Per Volt Rating 
IM LOOKED at the schematic and 
the voltage check-¢harts 
ried in the manual for the carrier 
equipment. The Kid had placed the 
manual, a volt meter, and some test- 
prods on the portable equipment test 
bench the Centerville exchange used 
in the equipment room. 

“Show me what you've done and 
what you've found, Kid,” Jim said. 

“Well, you see the very first point 
which they tell us to check in the 
voltage check points — it is point 8 
of this tube socket and the voltage 
chart says that I should read 1-volt 
between point 8 and the ground, and 
I only get 14 of a volt. According to 
the schematic, this is the cathode of 
the tube and — seems to me that 
shows that the tube certainly isn’t 
biased correctly.” 

Jim picked up the volt meter the 
Kid had been using. “Hey, Kid, where 
did this volt meter come from? It 
certainly isn’t one of ours.” 

“Oh — forgot to tell you, Jim. 
Since I’m fooling around with ama- 
teur radio, | bought myself a VOM 
meter and just finished calibrating it 
against our precision job that we have 
here. Thought I'd use it in running 
down this trouble in the carrier.” 

Jim sighed, picked up the volt 
meter, the carrier manual, and said: 
“Come over to my desk with me, Kid, 
I want to show you something.” 

The two walked over to Jim’s desk 
and sat down while Jim pulled out 
paper and pencil. “Now, Kid, your 
new VOM is a mighty handy instru- 


Car- 
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DON'T GET ME WRONG...1 STILL DON'T LIKE STORMS 


‘‘But they don’t seem to hit us so hard any more. 
Not since polyethylene coated wire came along.” 


The lineman’s boss also gives polyethylene credit for 
reducing outages during storms. This tough plastic 
forms a continuous shield that resists moisture, weath- 
ering and aging. It protects the conductor from contact 
with wind-whipped branches and wires, prevents short 
circuiting by chance electrical contacts. 

Protection is long-lasting. Early installations have 
shown no deterioration after 11 years exposure to all 
sorts of weather. And accelerated aging tests point to an 
expected life as great as 40 years. 

In winter, polyethylene coated wire stands up better 
than other types because it is lighter, has a smaller 
diameter. It offers less resistance to wind and ice. . 
supports a greater weight of ice without breaking. 


Easier Installation, too... 
Polyethylene is easy to handle because it’s clean . . . self- 
lubricating . . . readily stripped. Yet it adheres well, 
doesn’t ruffle when pulled. 


Here are some of the applications where polyethylene is 
giving outstanding service: 


WD-1 Infantry Field Wire 


Control cable insulation 
and jacket 


Corrosion protection 
for metal sheaths 


TV Lead Wire 


Line wire covering 


Communication cable 
insulation and sheaths 


Power cable dielectric 
Tree wire covering 

GTO (Neon Sign) Cable 
But all polyethylenes aren’t the same. Ask your sup- 
plier about the superior weather and stress-crack resist- 
ance of coatings made with PETROTHENE® polyethylene 
resins. You pay no more for PETROTHENE quality. 


GSprusren CHEMICALS CO. 
Division of National Distillers and Chemical Corp. 


99 Park Ave., New York 16, N. Y. 
Branches in principal cities 


Makers of PETROTHENE® Polyethylene Resins 
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ONE MAN 
CAN MEASURE 
FASTER, 
MORE 
ACCURATELY 


MEASURING 
lass 


Take all your out- 
door measurements 
this modern, time sav- 
ing way. ROLATAPE re- 
duces the risk of human error, 
since it records precise measure- 
ments in feet as it is rolled along— 
automatically and in full view 
of the operator. Sturdy, light- 
weight; equipped with auto- 
matic brake and built-in 
stand. Handle folds 


compactly. 


ROLATAPE, Inc. 


1741 14th Street, Dept. TE-2 
Santa Monica, Calif. 


Send me free details on ROLATAPE: 





ment. It’s portable, handy to use, and 
well worth the money you paid for it. 
But, let’s get something straight — 
what is the ohms per volt rating of 
your meter?” 

The Kid looked at the meter face. 
“Well, it says here that it is 1,000 
ohms per volt.” 

“That means when you are on the 
l-volt range the total resistance that 
the meter presents is 1,000 ohms. 
When you're on the 100-volt range, 
the total resistance of the meter is 
100,000 ohms; etc. — do you get 
that?” 

“Yes, I didn’t pay any attention 
to that part of it.” 

“No, I know you didn’t. That is 
just why I want to explain to you 
why you do have to pay attention 
to it.” 

Jim rapidly drew a sketch on the 
paper. 


“The cathode resistor of this tube 
is 1,000 ohms. If I connect two 1000- 
ohm resistors in parallel, what is the 
combined resistance?” 

The Kid glanced at Jim. “Uh — 
500 ohms.” 

“That’s correct. You were on the 
l-volt range of your VOM, which 
meant you were placing 1,000 ohms 
across a 1,000-ohm resistor. With 
this set-up, your meter was actually 


loading the circuit down to the point 
where you had a 500-ohm resistor as 
the bias resistor, and consequently, if 
no other part of the circuit was af- 
fected by this change, you would only 
read one-half the voltage which you 
could normally expect.” 

“For gosh sakes! I see it now, but 
I hadn’t thought of it before.” 

“You must never forget, Kid, that 
measuring instruments must be used 
intelligently in order to get intelligent 
results. Don’t ever discount the effect 
of the instrument on the circuit you 
are measuring. As a matter of course, 
always try to get a measuring instru- 
ment with at least one-hundred times 
the impedance of the point you are 
measuring. If it can be a higher ratio 
than that, so much the better — which 
is exactly the reason why we have so 
many vacuum tube volt meters around 
here whose input impedance is around 
11 megohms.” 

The Kid walked slowly back toward 
the carrier racks and was joined by 
Chuck who would help him learn that 
carriers sometimes do drift off fre- 
quency. — C. D. Ehinger (73). 

Any comments, criticisms, or sug- 
gested subjects as a future topic? Ad- 
dress all mail to: “Sub-Harmonics and 
Overtones,” “Telephone Engineer & 
Management,” 7720 N. Sheridan Rd., 
Chicago 26, Ill. 


CUCDEUEUEEDEDEEDEEEEUECE EE EEEEE TEETER 


EDITOR’S NOTE 


In the next issue of TE&M 
(Mar. 1), Mr. Ehinger will dis- 
cuss “Satellites and the Tele- 
phone Industry.” Other subjects 
scheduled for Mr. 
TE&M department include: 


Ehinger’s 
(1) “The ‘Q’ of a Coil and 
Figure of Merit for Condensers.” 


(2) “Sleet Storm Insurance For 
The Telephone Plant.” 


(3) “The ‘Kid’ Is Thrown By 
Eddy Currents.” 


(4) “The ‘Fletcher Munson’ Ef- 
fect.” 


VUEOUUEEEUREEOUEEOOUDEAAEEAEDREAODEGU SOL USEAUASRNAUOREUEOOOSEAGOAENUDEOAUEEOAEEAUOEOOUORAUORE OARS OEREODEAOUAEOORCOOREOEEOODOGOUOOOODREOOOREAUEOGOEDODEROUDEONOODOOEEOODROOOOEOODD 


CUNUEEOOEOSOOUDEORRDOUGDEDESOEOUOROSEOOROREOEUOEAUUEEODOGEOOROEEOEOOORUGUOOEROROOSORODUOROROGEAOOUEOOODOOREOEOOOODEOUECOOUOGOROUNEOROONEDELONEORODEROREOEOOROEOOCEAUECCONCOUEEOOOOO 
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COMMERCIAL 


DEPARTMENT NOTES 


by ALLAN R. STACEY 





“Selling The Non-User” 


Increasing the saturation by selling service to non-users permits 

higher fill of existing cable or wire leads. This means the new 

subscriber requires less plant investment than those already con- 
nected to the system. 


T A TELEPHONE convention last 

year we were sitting around the 
usual small table doing the usual 
thing when one of my telephone op- 
erating friends said, “These cam- 
paigns to sell extensions are all right 
but I think we should be out selling 
primary telephones to premises that 
don’t have any telephone service at 
all.” The fellow on his right respond- 
ed, “I have enough problems filling 
subscriber demand without going 
looking for trouble.” During the sub- 
sequent discussion we came up with 
several reasons for conducting a non- 


user Canvass. 


Why Start It? 

IRST OFF, it is our responsibility 

to give complete communication 
service within the territory we serve. 
Secondly, each subscriber added to 
the system increases the value of the 
service to the already existing sub- 
scribers because they are able to 
reach more people within their own 
community. Third, and here is the 
reason I like best, if the plant has 
been properly planned very little ad- 
ditional investment is required to 
serve the non-user premises along 
existing leads. 


More Revenue With 

Little Investment 

appemesiabeoee the saturation by sell- 
ing service to non-users permits 

higher fill of existing cable or wire 

leads and means that this new sub- 

scriber requires less plant investment 





The author, ALLAN R. STACEY, 
is vice-president of the Sunland- 
Tujunga Tel. Co., Sunland, Calif. 


than those already connected to the 
system. If the outside plant has ade- 
quate margins no additions are re- 
quired and the heavier cable fill re- 
sults in a higher profit mark-up. 


Mechanics Of The Canvass 
UBSEQUENT to our round-table 
discussion one of the men con- 
ducted a non-user canvass and carried 
it on in this way. He assigned one 
man to the project in a medium size 
exchange. From the assignment de- 
partment was obtained a list of all of 
the addresses where telephone service 
was currently being provided in the 
area selected for canvass. Equipped 
with list, a knowledge of rates and 
two or three forms the salesman 
started out. At each house he checked 





the street address and if he found it 
on his list he knew that active service 
was provided there and proceeded 
until he found a premise that was not 
on his list. Here was a prospect. 

He knocked upon the door and if 
the occupant displayed some interest 
in telephone service the salesman pro- 
ceeded to attempt his sale. No effort 
was made to “high presure” persons 
who were definitely not interested 
because of the belief that if they 
were persuaded to take the service it 
would not stay in. 


Different Approach 

HE SALESMAN’S approach was 

somewhat different to that of the 
commercial service representative in 
the business office because here he 
was trying to make a sale with some- 
one who had displayed so little in- 
terest that he or she had made no 
attempt to contact the telephone com- 
pany. In contrast the commercial rep- 
resentative is usually working with 
someone who already has a desire. 
Accordingly, the outside salesman us- 
ually quoted the lowest 
charge for installation of the service 
rather than using the so-called “pack- 
age selling” technique which pro- 
duces higher revenue per customer in 


possible 


the business office. 

If the prospect turned out to be 
warm but not hot, meaning that he 
indicated some desire for telephone 
service but was not ready to put his 
name on the dotted line, the salesman 
left a form indicating rates and a line 
for signature so that sevice could be 
ordered through the mail. Further, he 
left a postcard which could be for- 
warded to the business office to re- 
quest another personal contact by the 
outside salesman. 


The Canvass Results 
UMMARIZED in Table I are the 
results of the non-user canvass. 
Out of a total of 1,930 residences 
1,708 were found to have active serv- 
ice. This left 222 without telephones. 
With an 88% saturation like this 
you might think there would be little 
potential for additional service sales. 
Out of the 222 non-users it was 
found that 29 houses were unoccu- 


Please turn to page 54 
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EXTENSION EXCLUSION 


Press ane first button cuts off fell 






extensions on Line 1. Pressing 















second button brings extensions 


TYPE 85-C 





back on the line (extensions are 
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TWO-LINE PICKUP 


T galiare| thi< elthaieln alate 





ts tele 
1d line. By press 


ng this button, user can signal his 





tary with a lignt ‘an elthara=t | 














Here’s a wonderful convenience for small commercial 
subscribers. We call it the Type 85-C Telephone 
(shown at left). 


With this instrument, your subscriber has access 

to two outside lines. He can exclude all extensions. 
He can signal his secretary. He can do all 

these things with the versatile Type 85-C telephone— 


at the flick of a button. 


The Type 85-C telephone fills a special need 

for many subscribers in your area. Doctors, attorneys, 
insurance offices, real estate agencies (and you'll 
think of many more) are all potential customers. 
They’ll want the convenience, efficiency and privacy 


that the Type 85-C provides. 


Subscribers will like the classic beauty of Type 85-C. 
It’s identical with our famed Type 80. Has all the regular 


Type 80 features, too—including 10 attractive colors. 


We'll be happy to tell you more about the versatile 
Type 85-C Telephone. Just write: Automatic Electric 
Sales Corporation, Northlake, Ill. Or call Fillmore 5-7111. 


JPISIGNALING AND EXTENSION EXCLUSION 


OTHER MODELS OF 
THE TYPE SS TELEPHONE 





‘ Pat J eae = 
TYPE 85-A. Has combined push-and- 
turn button only, for 2-line pickup and sig- 
naling. Can be wired, on the job, for these 
other arrangements: single-line ringer cut- 
off, single-line extension switching, single- 
line extension switching with ringer trans- 
fer, external ringer control, and extension 
exclusion with line shorting. 





TYPE 85-B. Has pushbuttons only, for 
extension exclusion. Can be wired, on the 
job, for 2-line pickup. 


AUTOMATIC ELECTRIC 


NORTHLAKE, ILLINOIS 


Subsidiary of GENERAL TELEPHONE 






















CEECO TERMINALS FOR DIRECT 
BURIED PLASTIC WIRE AND CABLE 


¢ Loading one or more pairs as required 
using Type C152 ready mount assemblies 


FEET LONG 
FOR AERIAL MOUNTING 


MORE 


MOUNT ASSEMBLIES 





LUG—3 TERMINAL WITH ONE PAIR COMBINATIONS 


TERMINAL ASSEMBLY AND ONE C152-1 
LOADING COIL 


CABLE 


SCRIBER DISTRIBUTION 





STEEL CONSTRUCTION 








TYPE CH-3 STEEL 
“BELL JAR’ COVER 8” HIGH 





GP ITS NEW! “e, 








* PEDESTALS — TWO PIECE SIX 









* POLE BRACKETS—AVAILABLE 





* LOADING — LOAD ONE OR 
PAIRS AS REQUIRED 
USING TYPE C152 READY 








* NON-PROTECTED TERMI - 
NALS — CP16 ASSEMBLIES 
AVAILABLE IN ONE, TWO, SIX, 
TWELVE AND SIXTEEN PAIR 


* ACCESSIBLE — FOR TESTING, 
OR WIRE SPLICING, 
CROSS CONNECTING AND SUB- 


* ECONOMICAL — BUY ONLY 
WHAT YOU NEED—ADD LATER 


* STRONG — ALL GALVANIZED 





CATALOGUE | 
NUMBER | DESCRIPTION CAPACITY WIRE & CABLE 
‘i Lissa as BREE ane 
LUG-3 TERMINAL PEDESTAL ASSEMBLY AND 8” TERMINALS | LOADING 
HOOD NO TERMINAL STRIPS, NO COILS)  (———————————| 
| ONE, TWO | ONE TO 


AND SIX PAIR | THREE PAIR 


EXPANDABLE TO MEET YOUR LARGER REQUIREMENTS WITH STOCK 
HOODS OF 15, 21% AND 32'2 INCHES HIGH 


Write us for assistance on your loading problems 
CEECO loading coils are sold by your telephone equipment supplier 


COMMUNICATION EQUIPMENT & ENGINEERING COMPANY 


5646 West Race Avenue ° Chicago 44, Illinois 


Phone EStebrook 8-3109 
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pied, 100 householders were not at 
home and only 93 could be contacted. 
In the 93 personal interviews 12 
orders for telephone service were 
taken. This represented a 13% suc- 
cessful sale of those interviewed. 
The gross revenue increase from 
these twelve subscribers was $85.00 





TABLE ONE 


Summary Of Sales Canvass Of Resi- 
dential Premises Without Telephone 


Service 
1. Total Residences 1,930 
2. Less: Premises with 
Telephone Service 1,708 


3. Total Non-Users 222 
RESULTS OF CONTACTING 
NON-USERS 

4. House Unoccupied 29 

5. Householders Not At Home 100 

6. Householders Contacted 93 

7. Orders Taken for 
Telephone Service 12 


GROSS REVENUE INCREASE 
8. Service Connection 


Charges $ 85.00 
9. Three-Months’ Exchange 
Rental 159.00 


Total First Three 
Months’ Revenue 
COST OF SOLICITATION 
10. Total Manhours 64 
11. Direct Labor Cost 
@ $3.75 per hour 


$244.00 


$240.00 





in non-recurring service connection 
charges and $159.00 in the first three 
month’s exchange rental. This meant 
a gross first three month’s revenue 


of $244.00. 








Cost Of The Canvass 
HE CANVASS required 64 man- 
hours and priced out at $3.75 per 

hour produced a direct labor cost 
of $240.00. You can see then that 
the first three month’s revenue from 
these services covered the direct labor 
cost of the canvass. And this was 
without consideration for toll revenue 
generated by 12 additional services. 


The Variables 
Ww* THIS campaign typical of 
what you might expect in your 
exchange? This was a tract develop- 
ment situation where the salesman 
was able to walk from house to house 
and accordingly travel time was low. 
In a less densely populated situation 
the travel time would be higher. 
The income level for this commun- 
Please turn to page 57 






































































Tiger Brand Amerte! 195 


makes possible longer spans - - - 


better rural telephone service—improved voice transmission efficiency 


USS Amertel 195—thanks to improved physical 
and electrical properties—offers a voice transmis- 
sion efficiency greater than other galvanized steel 
telephone wire. Amertel’s lower resistivity at higher 
frequencies makes significant improvements in 
voice transmission quality. 

With USS Amertel 195, rural telephone lines can 
now be strung with spans up to 700 feet in Light 
Loading areas; to 650 feet in Medium Loading 
areas; and to 600 feet in Heavy Loading areas. 
These longer spans result in reduced material and 
installation costs per mile of line, make it possible 
to expand rural telephone service faster and to ex- 
tend service to remote areas where installation 
costs had previously been prohibitive. 


American Steel & Wire 
Division of 


Columbia-Geneva Steel Division, San Francisco, Pacific Coast Distributors - 


i 


The longer spans made possible with Amertel 
can easily bridge rivers and gullies. They can 
match the spans of rural power lines, eliminating 
the need for intermediate supporting poles. In 
areas where icing is a problem, the greater strength 
of USS Amertel permits the wire to stretch under 
ice load, yet return to its original stringing position 
after thawing. 

More information available free! To find out 
more about USS Amertel 195—just write for a free 
copy of our booklet, Amertel 195. American Steel 
and Wire, 614 Superior Ave., N.W., Cleveland 13, 
Ohio. In it you'll also find complete information on 
USS Amerstrand Guy Wire. 


USS, Amertel and Amerstrand are registered trademarks 


United States Steel 


Tennessee Coal & Iron Division, Fairfield, Ala., Southern Distributors 


United States Steel Export Company, Distributors Abroad 
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Regardless of the size of your order, we’ll get it to 
you wherever you need it... and fast! We appreciate 
any or all of your business more than we can say. 

Since we feel this way about your supply orders, 
we make every conceivable effort to give you the very 
best in V.I.P. service. This means a number of things: 





e Fast, personalized attention to your routine re- 
quests. 


e Extra-special handling of your rush orders. 


e A supply organization with branches located just 
right to serve you most efficiently. 


STROMBERG-CARLSON A DIVISION OF GENERAL DYNAMICS CORPORATION 


ATLANTA: TRinity 5-7467 + CHICAGO: STate 2-4235 +» KANSAS CITY: HArrison 1-6618 + ROCHESTER: HUbbard 2-2200 » SAN FRANCISCO: OXford 7-3630 


Supply safari coming}; 


eS: 
pe 
W 
Plies 
area 


com) 
A 


°}your way! 


pe re- 


just 


ATION 
7-3630 


® Sales personnel with special training and wide ex- 
perience in solving your supply problems. 


When you need construction and maintenance sup- 
plies, contact the Stromberg-Carlson office in your 
area. You’ll really get service! 
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JOHN GARBUTT 
Inside Sales, Rochester 


ity was about average for the county. 
However, different results might be 
obtained where the income was either 
higher or lower. 

The time for each interview may 
be lengthened at the desire of the 
salesman or he might give up sooner 
on contacts that display little interest. 


An Interesting Question 
I WONDERED why these particular 
customers that signed up for serv- 
ice didn’t voluntarily come to the 
telephone business office. Several rea- 
sons were given. They were unable to 
come to the business office during 
the hours it was normally open be- 
cause both husband and wife worked 
all day long. They did not realize 
that it was possible to arrange for 
telephone service without bodily com- 
ing to the business office. 

Another reason given was that they 
just couldn’t afford it. Here a good 
sales talk would persuade the cus- 
tomer of the value of the telephone 
service. And the third reason was 
that they “just didn’t have a need.” 
Again a good sales talk should dem- 
onstrate the real need for telephone 
service today. 


The Future 
ERSONALLY, I am quite en- 
thused about the idea of a non- 
user canvass provided that the sales- 
man can bring in sufficient new busi- 
ness to justify the direct cost of put- 
ting him in the field. It appears to 
me that if you can recover the labor 
charges within the first three months 
of revenue a canvass like this is cer- 
tainly worthwhile. 
In the next issue we'll discuss the 
perplexing problem of how far to 


extend customer credit. See you then. 
—Allan R. Stacey. 


SUBMIT YOUR PROBLEMS 

You are invited . . . to tell Mr. 
Stacey about your problem of 
commercial department policy or 
procedure on which you'd like 
to have an opinion. 

While we don’t claim to have 
all the answers, we'll welcome 
the opportunity to discuss as 
many as possible in this columa 

. and that could be helpful 
to you and others with the same 
(or equal) problem. 

The Editors. 
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preferred by linemen 


mee-1(-4ialate its 









5207 BELT 
AND 5127 POCKET 





5140-K UTILITY POCKET 






5118-PRS TOOL POCKET 


5295 SAFETY STRAP 


The name Klein on leather goods is 
known and preferred by linemen and 
electricians everywhere. Klein tool 
belts, safety straps, pouches and pockets 
represent the highest in quality, the saf- 
est in design and construction. 

In safety straps, Klein-Kord was the 
first specially woven fabric strap de- 
signed to permit the use of a tongue-type 
buckle without risk of slitting or rip- 
ping, even under severe strain. 

Now Nylon Klein-Kord safety straps 
are the newest Klein development offer- 
ing maximum safety with maximum flex- 
ibility. These are the only nylon straps 
designed to meet the tests given in 

Edison Electric Institute Report AP-2. 


Free Tool Guide 
Acopy of the new Klein Pocket 
Tool Guide will be sent on 
request. 

Foreign Distributor: 
International Standard Electric Corp., N. Y. 


Mathias KLEIN & Sons |{ 
Established 1857 oss 
McCORMICK ROAD ° AGO 4 NOI: 
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ACCOUNTING NOTES 


by G. M. JONES 









Establishing Usable Sets of Ratios 


REQUIREMENTS for service to be performed by the operating 

unit should be related to various costs resulting from providing 

services. Here’s how to find easily usable sets of ratios that have 
direct bearing on a particular department's needs. 


Establishing Ratios 
| HAVE indicated that requirements 
for service to be performed by 
the operating unit should be related 
to various costs resulting from pro- 
viding services. How does one go 
about it to find simple, easily usable 
sets of ratios that have direct bearing 
on a particular department’s needs? 
After a ratio is established, how reli- 
able is it in making periodic estimates 
of expenses? 
One of the simplest approaches is 
a simple scatter diagram of pairs of 
factors. On one axis is plotted num- 
ber of units of service performed, on 
the other axis some particular cost 
element connected with doing the job. 
For example, assume an imaginary 
4-man department which is charged 
with the installation and repair of 


Tix. A Tix is an imaginary gadget 
that is used with every extension tele- 
phone. 

The department has other duties, 
but some of its time is taken up with 
installing and repairing Tix. As the 
use of extension telephones grows 
over the coming year, the installa- 
tion and repair requirements for Tix 
will grow. The immediate problem is 
to determine next year’s manpower 
requirements for this one activity 
(and, therefore, its cost). 

The time required for a particular 
Tix installation varies considerably, 
depending on location of the instru- 
ment, distance to the job, skill of the 
installer-repairman, and so on. Fig- 
ure One is plotted from the imagin- 
ary observed data of Table One, con- 
taining monthly information over the 


TABLE ONE 
Historical Volume and Cost Data 
September 1957 through August 1958 


Stations 
in 
Service 
4,700 
4,724 
4,729 
4,736 


4,756 
4,760 
4,800 
4,842 


Tel’s 
235 
240 
258 
276 


288 
304 
324 
348 


Inst 


14 

5 
18 
18 


385 
440 
460 
510 


4,068 


4,874 
4,934 
5,016 
5,080 


Totals 57,951 


Extension Number of 
Work Orders 
Rep 


3 
5 
3 
7 
6 
4 
6 
6 
2 
8 
9 
9 


68 


Hours Materials Vehicle 
Used 


Inst Rep 


42 
11 
31 
37 


Other 
$ 4 


Charges 
$ 85 





$ 


148 
236 

88 
212 


1,228 


—_ = 
OWWDW ANDO ALU 


122 


fo] 
oa 


671 


Average extension telephones per main station 
Average number of repair orders per month per extension 


Average hours required per installation 


Average hours required per repair order 
Average repair materials per repair order 
Average vehicle charges per service order 
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Gaffs and leg irons are forged high quality, medium carbon steel, heat treated to assure proper balance of hardness, toughness, ductility. 


MSA-Brooks Adjustable Hooks—designed by a lineman for linemen 


A climber’s first consideration in a pair of 
hooks is just how safely, how comfortably 
do they anchor his feet in the pole. 
M-S-A-Brooks adjustable linemen’s 
climbers give him the security he’s look- 
ing for. And a lot more to boot. 

Here’s why. First off, these are the only 
climbers made with a tang extending from 
the gaff. This tang curves under the foot 
and for safety’s sake fastens positively at 
both sides of the foot. No amount of 
climbing will work the gaffs loose from 
the leg iron. But a man can unfasten them 
in a jiffy for maintenance or replacement 
in the field. 

The shape and angle of these gaffs are 
also important. They prevent dangerous 
cut-outs—let a man climb without bowing 
his legs excessively. Moreover, both gaff 


and tang are forged in one continuous 
piece for real safety. 

High quality medium carbon steel— 
specially selected because of its excep- 
tional strength—enables these hooks to 
absorb plenty of punishment year in, 
year out. Exacting craftsmanship shapes 
the quality materials. Then there’s aus- 
tempering. Rockwell Hardness Tests. 
Rigid Magnaglo inspection process. 
And impact tests. 

Comfort aspects receive their share of 
attention too. Leather pads and straps 
are safe, supple top grain steerhide. Rein- 
forced chrome leather pads on the leg 
iron assure additional climbing comfort. 

The MSA man has the entire story. 
Ask him for details. Or write us for 
helpful literature. 

*Meets E.E.I. specifications. 


MINE SAFETY APPLIANCES COMPANY 
201 North Braddock Avenue, Pittsburgh 8, Pennsylvania 


MINE SAFETY APPLIANCES COMPANY OF CANADA LIMITED Gaff and tang fit through slot in leg iron, are 
500 MacPherson Avenue, Toronto 4, Ontario seated in channel of stirrup and locked in on 
At your Service: 82 Branch Offices in the United States and Canada both sides of the foot for utmost safety. 
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NATCO 


CLAY CONDUIT 


Costs less in 
the long run 










Clay PRODUCTS 
SINCE 1889 






The proved and 
rt felalelolgo Ml slae}i-Yailela) 


for Underground Telephone Cables. 








Highest quality and full line of shapes. 






NATCO CORPORATION 


327 Fifth Avenue, Pittsburgh 22, Pa. 
















MATHEMATICS 
FOR SCIENCE 


AND ENGINEERING 
by PHILIP L. ALGER 


Consulting Engineer 









General Electric Company 
360 pp., 6 x 9, 117 illus., $6.95 






It pays to increase 





your math power 





The greater your skill in mathematics 
the bigger your career and pay in 
science or engineering is bound to be. 
And here is a new book showing you 
exactly how to use mathematics with ease 
and effectiveness so you. can get the bet- 
ter jobs and higher pay. 









Instead of letting 
some slight math dif- 
ficulty hold you back, 
wouldn’t you like to 
have within arm’s 
reach a really practi- 
cal manual that helps 
you mathematically 
on the job? 























Just Out! 


Order from: Educational Division 

TELEPHONE ENGINEER PUBLISHING CORP. 
7720 N. Sheridan Rd. 

Chicago 26, Hl. 
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INSTALLATION PER MONTH 


HOURS REQUIRED FOR 


20 
NUMBER OF 


past 12 months. There are several 
questions to which we want answers: 

(1) What is the average time for a 
new Tix installation? 

(2) What is the average time for a 
Tix repair job? 

(3) What is the average vehicle 
charge on a Tix installation or re- 
pair? 

(4) What is the cost of materials 
on a repair job? 

(5) What is the pattern of the in- 
cidence of repair orders in relation 
to the number of extension telephones 
outstanding ? 

(6) Is there any seasonality in re- 
pair? 

(7) What is the growth pattern in 
extension telephones? 

(8) Is there a wide or narrow vari- 
ation in average times or average 
costs? 

Figure One contains only one set 
of pairs of data: on the x-axis we have 
plotted the number of installations in 
a month, on the y-axis the number of 
hours reported that month in making 
installations. We find here a very 
simple, very reliable relationship. 
There are no time-consuming calcu- 
lations; we can read directly from 
the scale to obtain an estimate of the 
manpower hours needed for Tix in- 
stallations for any month in which 
any given number of installations is 
stated. 

It would be possible merely to re- 
late column totals to one another and 
obtain a basic relationship for. esti- 






INSTALLATIONS PER 


FIGURE ONE. 
























30 ho 50 





MONTH 





mating purposes. This has been done 
at the foot of Table One. For the re- 
lationship between number of installa- 
tions and hours needed, a straight- 
line assumption is indicated. 

The advantage of beginning with 
scatter diagrams for pairs of cost fac- 
tors is that they require no technical 
skill, are simple to plot, and are a 
quick way of showing whether the 
pattern of relationship is simple or 
complex. 

Many of these scatter diagrams do 
not fall in a straight-line pattern, and 
a straight line drawn through the 
center of the group of dots does not 
describe the relationship so precisely 
as we have done in Figure One. In 
such a case, we must not attribute too 
much preciseness to estimates made 
directly from such a line. If the 
amount involved is material, a simple 
ratio may not be sufficient; the least 
squares method of regression analysis 
(found in any elementary statistics 
textbook) will give an equation de- 
scribing the relationship and also a 
“standard error of estimate” which 
indicates reasonably well how closely 
actual figures for any given month 
are likely to be to the estimate that 
is obtained by using the equation. 

Such time-consuming refinements 
as the least squares method are not 
necessary to begin with, however. It 
is more important to get prompt, 
workable crude figures than tardy 
exactitudes. Keep the ratios as simple 
to work with as you can. 
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TABLE TWO 
Selected Ratios for the Data of Table 1 


Ave. Hrs. 
per inst. 


Pees PI Ws OEOe 


If there is any element of season- 
ality in the averages, its extent may 
be seen quickly by calculating the 
ratios of pairs of factors by months, 
as in Table Two. 

There is no indication here of sea- 
sonality in the average time required 
to install or repair Tix, but another 
trend appears that is significant for 
projecting installation costs: a grad- 
ually decreasing vehicle charge per 


Maine PUC Rules On Tax 
Depreciation Question 


@Commission claims company is not 
using “tax-saving” method; reduces 
proposed rate hike by amount com- 
mission could be saved by use of 
“accelerated depreciation.” 


A RATE increase plan proposed 
by the Bangor Hydro-Electric Co. 
was rejected in a 2-to-1 majority de- 
cision by the Maine State Public 
Utilities Commission, which said it 
would approve a lesser beost. 

The commission said the firm is 
not using a “tax saving” method 
available to the company. Its decree 
reduced the proposed boost in net 
income by the amount the commission 
said could be saved for the rate pay- 
ers by this means, $85,000 in the 
test year. 

Observers believed that this ele- 
ment of the case — involving use of 
“accelerated depreciation” in com- 
puting federal income tax — was a 
new step for a regulatory commission 
anywhere in the nation. 

Commissioner Frederick N. Allen, 
who is now chairman of the ageney, 
dissented from the majority decree. 


Ave. vehicle 
Ave. Hrs. chg. per service 
per rep. order 
1.7 $5.00 
6.20 
4.00 
4.48 


_—_—— 
o 


4.55 
4.30 
4.30 
3.86 


3.54 
3.59 
3.86 
3.63 


—— ot ot —NN — 
—“hOWU wWOOW vw 


service order. Where a definite trend 
like this occurs, it is reasonable to 
use the average of recent months as 
the best estimate for the future; there- 
fore, in projecting the department’s 
costs for Tix work, we will apply the 
last six months’ average vehicle 
charge (instead of the full year’s 
average) to the number of expected 
service orders in any month of the 
coming budget period. 


He said he did not think the com 
mission has a right to fotce upon the 
firm, “either by direction or indirec- 
tion,” the choice of one of several 
options available under the Internal 
Revenue Code. 

Allen said it was “unwise for this 
commission, at this time, to enter 
openly into an area which is perog- 
ative of management and manage- 
ment alone.” 

The commission accepted a rate 
base of $29,645,000 and the only ex- 
pense item questioned was federal 
income tax. 

“We find,” the commission said, 
“that the failure of the company to 
use accelerated depreciation in the 
test year in computing its income tax 
expense constitutes an abuse of dis- 
cretion which would place an unfair 
burden ‘upon its customers.” 


Accelerated depreciation, it con- 
tinued, should be used for rate-mak- 
ing purposes even though the firm 
“elects to pay a higher tax than it is 
liable for.” The majority rejected the 
company’s contention that such a rul- 
ing would place an unfair burden on 
future rate payers. 


in Communications 
with U. Ss. 


MICRO-POWER 
Zt 


Pat. No. 2688704 


Your Insurance Policy 
fOr. ss 


Stable 
Continuous 
Uninterrupted 


Communications Power 


Micro-Power operates with the main 
source of power. No time consuming 
“load transfers.” No “power outages” 
even for precious seconds! 

Micro-Power Units are available in 
1500, 3000, 5000 and 10000 watt cap- 
acities. For complete information, 
specifications, and demonstration, 


U. S. MOTORS CORP. 
102 W. 5th Avenue 
OSHKOSH, WISCONSIN 
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SEL DEE EEE SORBED LEAL 7 


NEW NIKE guided missile, the U.S. Army’s Nike Hercules, is now going into service alongside the earlier Ajax 
tT: ° . one Sek ° Ts ° > . 
at Nike sites near key U.S. cities. Guidance equipment for Nike systems is made at W.E.’s North Carolina plants. 


THE MEN of Western Electric DEW LINE of radar stations, built by W.E. for the Air Force 
in 32 months, is now being extended across the Aleutians. Hun- 


dreds of Bell System people bucked the Arctic to help build it. 
YOUR FEBRUARY 15, 1959 TELEPHONE ENGINEER & MAN 


s Field Engineering Force instruct 
and advise the Armed Forces on W.E.-made equipment that helps 
direct guns, bombs and missiles for the Army, Navy and Air Force. 
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ATIONAL DEFENSE 


From the DEW Line in the Arctic to the Nike Systems here at home, Western 
Electric's telephone experience has been put to work in the nation’s defense. 


Telephone work may seem a far cry from the building of the 
DEW Line or production of the Nike guided missile systems. Yet, 
Western Electric was asked to handle these and other important 
defense assignments precisely because of the special capabilities 
it developed as manufacturing and supply unit of the Bell 
Telephone System. 

Our being asked to produce the Nike and Terrier guidance 
systems—plus radar systems for guns, bombs, planes and ships— 
stems from Western Electric’s experience as a manufacturer of 
telephone communications equipment. Because of the close inte- 
gration of our efforts with those of Bell Laboratories and the Bell 
operating telephone companies, we've developed an ability to 
turn ideas swiftly and smoothly into working realities. ma om ~ Pd . 

Our being asked to build the DEW Line and provide manage- se i: ERIN cA 
ment services for SAGE — gargantuan problems in logistics — guidance equipment of the Marines’ Terrier —a 
becomes understandable in light of Western Electric’s supply mobile guided missile system — Western Electric 
i . ; s helps provide anti-aircraft protection on beachheads. 
job for the Bell System: marshalling men and materials, coor- 
dinating the activities of thousands of suppliers, to provide the 
things needed for telephone service. 

In short, Western Electric’s experience in handling vast projects 
of great technical complexity — plus its ability to bridge the gap 
between research and operation—presents a ready-made package 
of know-how useful to the government. 

We are glad that our Bell telephone work has so equipped 
Western Electric to serve the nation’s defense. 


Atomic Energy Commission, Western Electric man- 
ages the Sandia Laboratories in Albuquerque, New 
MANUFACTURING AND SUPPLY UNIT OF THE BELL SYSTEM Mexico. Mission: to help bridge the gap between 


research and production of complex atomic weapons. 


SAGE NERVE CENTER. Western Electric is responsible for man- _ NATIONWIDE TEAM of 5,900 companies, part . of 
agement services during the building of the Air Force’s vital SAGE W.E.’s supplier force of 37,000, helps with defense work. 
project, which is making the nation’s air defense semi-automatic. Among them Douglas Aircraft, maker of Nike air frame. 
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PLANT NOTES ON NEW DEVELOPMENTS 


by JOHN S. REED 





In this issue Mr. Reed discusses: (1) Subscriber’s carrier equipment 


that provides post-payment paystation service on carrier circuits; 


(2) compression bonding for transistors and semi-conductors; and 


(3) a new, low cost emergency road marker. 


Post Payment Paystation 
Service on Carrier 

LANT MEN are familiar with the 

type of dial pay telephones com- 
monly employed to provide service in 
small communities. A coin is deposit- 
ed after the calling party answers, 
rather than before as in the case of 
“pre-pay” telephones in large ex- 
changes. The control equipment in 
the post payment paystation is ar- 
ranged to short out the transmitter 
when the calling party answers and 
the user cannot converse with the 
party until he deposits a coin to re- 
move the transmitter short. 

The transmitter shorting operation 
is brought about by reversal of the 
central office battery on the line when 
the calling party answers. This cur- 
rent reversal feature is not practical 
on standard types of subscriber car- 
rier systems, hence paystation service 
cannot be rendered on circuits de- 
rived from the carrier channels in 


UP TO SEVEN 
CARRIER CHANNELS 
CAN BE ADDED 
TO THE SAME 
PHYSICAL CIRCUIT VOICE PHYSICAL 

LINE LINE 


7 VOLTS 60 CYCLES 
CENTRAL OFFICE TERMINAL 


these systems. Only the physical cir- 
cuit can be employed for this pur- 
pose. 

The Budelman Electronics Corp. 
has overcome this limitation in the 


first subscriber’s carrier equipment - 


specifically designed to provide post- 
pay paystation service on circuits de- 
rived from the carrier channels. The 
equipment, designated as Type 46A, 
is a practical, low priced short-haul 
carrier designed to provide addition- 
al high quality postpay paystation 
service over existing exchange tele- 
phone lines without the necessity of 
running additional cable or open- 
wire physical lines, and without im- 
pairing or interfering with existing 
exchange service. It is considered 
more economical to use this postpay 
paystation carrier to provide a new 
paystation service beyond a six-mile 
radius of the central office than to 
provide additional plant. 

Under special conditions, such as 


VPF = VOICE PASS FILTER 

P «= PROTECTOR 

+. BOND TQ ELECTRIC SYSTEM 
NEUTRAL AND MOF 


FILTER @ CARRIER 
TERMINALS MUST BE 
PROTECTED BY MOF 


postponing cable plant expansion 
where spare cable pairs are not avail- 
able, the use of this equipment is said 
to be economical within the urban 
area. The equipment can be recov- 
ered for use elsewhere in a few hours 
and is, therefore, considered ideally 
suited for highway paystation use 
since it is impossible to forecast road- 
side paystation revenues and flexible 
equipment is required for location 
changes to obtain optimum paystation 
revenue and profits. 

The carrier equipment is of the 
double side-band amplitude-modula- 
tion transmission type arranged for 
easy installation and immediate op- 
eration. Servicing by telephone per- 
sonnel is said to be simple and easy. 

The illustration shows a line dia- 
gram of the Type 46A carrier tele- 
phone system. This equipment is a 
complete assembly, less standard ex- 
ternal protective units, designed to 
provide ene private line post pay pay- 
station per channel, As many as seven 
additional channels, (paystations) 
may be qperated over the same cir- 
cuit, each channel providing a sep- 
arate and complete new postpay pay- 
station circuit. No external talking 
battery, coin collection equipment, or 
ringing equipment is required be- 
yond that incorporated in each pay- 
station carrier channel. 

Basically, the voice drop of the pay- 
station terminal can be considered as 
an extension of the paystation switch- 
board line circuit terminals from the 
central office main distributing frame. 
The carrier terminal equipment pro- 
vides a non-interfering electronic ex- 
tension of the existing telephone fa- 
cilities furnishing all postpay paysta- 


MANUAL 
oR 
DIAL 
! 
! 
ty 
14 
'4 
4 
| 
| 
' ! 
I 
UP TO 7 CHANNELS 1 ; 
ve 
117 VOLT 60 CYCLES 
TO OTHER 
PHONES ON 


4 
CARRIER TRAVELS OVER PHYSICAL LINE 


~ PHYSICAL LINE 


PAYSTATION TERMINAL 





Line Diagram of Type 46A postpay paystation carrier system. (Budelman Electronics Corp.) 
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NEVER A SLIP when you install 


A safe, fast and economical method of 
suspending drop wire spans to subscribers 
from pole, cross arm or messenger cable. 


452-1501 
ACTUAL SIZE 


The new Cook Universal ‘Drop Wire Grip” can be quickly 
released for proper clearance adjustment or necessary 
changes WITHOUT THE USE OF TOOLS, and no nuts, bolts, 
washers or pins are required. A perfect intermediate drop 
attachment when routing a drop span around obstacles. 
It will not tear, cut or damage the wire sheath because of 
its firm, smooth, and uniform grip on the drop wire surface. 


Made of durable stainless steel, the Cook ‘Drop Wire Grip” 
cannot rust or corrode, and will give years of lasting, 
trouble free service. 


2700 SOUTHPORT AVENUE CHICAGO 14, ILLINOIS 
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tion telephone service features by 
means of carrier frequency currents 
applied to an existing exchange tele- 
phone line. 

Information is provided for pro- 
per protection of the equipment from 
lightning and power disturbances. It 
should be noted that the carrier 
equipment is intended to operate only 
on central office equipment designed 
to provide postpayment pay telephone 
service. It is not intended for use with 
prepayment paystations which operate 
on a different kind of circuit arrange- 


ment. 


Compression Bonding For 
Transistors & Semiconductors 
" Peniapehamese bonding of leads 
to the metallized germanium sur- 
faces of high frequency transistors, 
recently developed at Bell Telephone 
Laboratories, provides a lead struc- 
ture which can withstand 100,000g 
in a centrifuge and very high shocks. 
A combination of heat and pressure 
is employed to form the bond, with- 
out damage to the semiconductor. 
When properly formed, bonds made 
in this fashion can be stronger than 
the lead itself. 

This bonding process is highly sat- 
isfactory where very small leads 
(0.0004” in diameter) must be at- 
tached to small areas (0.001 inch by 
0.006 inch), as in high-frequency 
transistors. The areas are previously 
treated with evaporated and alloyed 
metallic films from 1500 to 3000 





COMPRESSION bonding of gold leads 
to a high-frequency transistor is be- 
ing carried out by T. B. Light of Bell 
Telephone Laboratories. 
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H. L. MELLOR, Bell Telephone Lab- 
oratories, watches as Miss Joyce Hoff- 
mann attaches a headed lead to a dif- 
fused silicon diode by the thermocom- 
pression bonding method. 


angstroms thick (one angstrom be- 
ing equal to .000,000,004 inch). An- 
nealed gold has been found to be sat- 
isfactory as lead material. 

The procedure is shown in the ac- 
companying illustration. To form the 
bond, the wire is pressed on the de- 
sired area with a tool shaped as a 
half cylinder. A force sufficient to 
produce about an 85% deformation 
of the wire is employed. The temper- 
ature is held within the annealing 
range of the lead material (about 
300°C for gold) during the process, 
and the bond is formed in a non-oxi- 
dizing atmosphere. Under these con- 
ditions, a bond can be formed in a 
second or two which is stronger than 
the lead material itself. 

Other recent developments in ther- 
mocompression bonding have made 
it possible to form large area contacts 
between metallic leads and semi-con- 
ductor devices. It is also now possible 
to attach leads to opposite sides of a 
semi-conductor wafer simultaneously, 
thus making both base and emitter 
contacts at once. 

For large area contacts, gold or 
silver leads from 6 to 15 mils in 
diameter are “headed” like nails. 
Heads are commonly 30 mils in di- 
ameter. These headed leads are fitted 
into a hollow jig in a ram, and 
pressed against the surface of the 
heated semiconductor. 

Wires with flattened ends can also 
be used in this manner, when the di- 





ameter of the lead is too small to make 
heading practical. 

Pressures in the range of 12,000 to 
20,000 psi are normally used; temp- 
eratures required are in the 300° to 
325° C range. These temperatures are 
well below the melting points of 
either the lead or the semiconductor, 
and the pressures are below the de- 
formation point of the semiconductor. 

Thermocompression bonding in 
this manner is being used to attach 
leads to diffused silicon diodes at 
Bell Telephone Laboratories. The 30 
mil contact head covers almost the 
entire active area of the mesa-type 
diode. This configuration allows the 
passage of a high forward current. 

Specifications for the use of ther- 
mocompression bonding in the com- 
mercial preparation of diodes and 
transistors are being prepared by 
Bell engineers. The method will allow 
the use of higher bake-out tempera- 
tures, and is an inherently cleaner 
procedure than present methods of 
attachment. Both considerations re- 
sult in greater reliability of finished 
semiconductor devices. 


Collapsible Road Markers 
NE: LOW COST emergency road 
marker that is easily carried in 
passenger cars and light trucks is 
made of cardboard. The new safety 
signal is two-sided — and diagonally 





Collapsible road marker is available 

in two handy sizes. 12” high by 6-3/4” 

wide and 9” x 5-1/2”. (Signal Lite 
Road Marker Co.) 


banded with broad alternate stripes 
of light reflective beaded paint and 
daylight glow paint, both weather- 
proof colors. 

The road marker stands 12” high 
and 6-3/4” wide. It comes folded 


















© 1958 Gould-National Batteries, Inc. 


STRIK a HARD at today’s high operating costs 
, ... specify gouid batteries 


GOULD PLANTE ) ube You can be sure of lowest battery costs and highest operating efficiency 
The Aristocrat of i =e ? ith Gould B . Why? B anal ; 
Stationary Batteries i year in, year out—wit ou atteries. y‘ Because there's a cosi- 
reducing benefit behind every feature, of every battery in the Gould line. 
That’s why it pays you to standardize on Gould. Call your local Gould 
representative for details. He’s listed under “Batteries, Industrial” in 

the Yellow Pages. Gould-National Batteries, Inc., Trenton 7, N. J. 


Always Use Gould-National Automobile and Truck Batteries 
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flat; for use it is opened tent-wise 
and the bottom chord is held down 
with a suitable weight such as a stone 
or a car tool to prevent it from blow- 
ing over. It will collapse if struck, 
thus offering no traffic hazard in 
itself. 

A smaller size, 9” x 5-1/2”, is also 
available for tucking behind a sun 
visor or storing in the glove com- 











partment of the car. It can be used 
as an emergency light-reflecting arm 
band. 

Either of the markers may be taped 
or tacked to any vertical object or ob- 
struction as a warning signal. The 
markers are priced to be expendable 
— low enough to be used as low 
cost advertising novelties or commer- 
cial give aways. 


QUESTIONS and 
ANSWERS 





UNGEGOGHAEOEOSOROGUGEOSOREEGUGECEOEEEGAOUDUEOROEURORUGCEAEUEOROETEDEOECEOEOERERUEERCOORITEDE SUEDE, 
EDITOR’S NOTE 

Got a problem?? Write it down 
and send it to John S. Reed, 
Technical Editor, ‘Telephone 
Engineer & Management,” 7720 
N. Sheridan Rd., Chicago 26, 
Ill. We'll do our best to give you 
the correct answer. 

~UUOUONUUOOAUOUEAEAOAEEDAUODENUAEEGUOOEEEUUOCEOOOSEREOUERESUOOOUCOEECAUOREUAOERUAOOEROUODEGEAOEONIORE 


UESTION: — We have a loca- 

tion where telephone cable is to 
be placed on a Copperweld messenger. 
Would it be safe to use .045-inch 
stainless steel lashing wire in spin- 
ning the cable to the messenger? 


VOOUUEEEEAUUU EDU OEEAOOOUUUAOROEUOONNUASNOeNNNONNETS 
POU 


NSWER: — It is perfectly satis- 

factory to use the stainless steel 
wire on Copperweld messenger strand. 
There will be no galvanic action be- 
tween these two metals at the points 
of contact. 


UESTION: — Our company is 

investigating the possibility of 
laying telephone cable directly from 
a delivery transport. The idea is to 
load the cable reels on supports 
mounted on the vehicle, deliver them 
to the job site, and pay the cable off 
the vehicle directly into the manhole 
and duct. Do you know of any com- 
pany that uses this method? 


F ealaingsco — We do not know of 

any company that 
method of multiple loading of cable 
reels in the manner described. The 
usual practice is to haul one reel at 


has used. the 
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a time on a reel trailer to the job 
site for unreeling the cable directly 
into the manhole and conduit. It takes 
time to install cable in conduit and 
the average cable placing crew would 
consider itself lucky if it could pull 
in four reels of cable in one working 
day. For this reason it is more prac- 
tical to transport one reel at a time 
from a cable yard or other storage 
delivery point. Some companies may 
store reels of cable on a s‘de street 
on a big cable laying project, but 
this is not considered to be as desir- 
able as delivering the cable to the 
job as needed. We would like to have 
the opinion of our readers on the use 
of reel transportation methods. 


UESTION: — We are planning 

to furnish safety hats to our con- 
struction crews. What points should 
be considered in this project? 


ieee: — Safety or hard-boiled 


hats are coming into use in 
many companies. Power linemen use 
hats made of glass-fiber for insulation 
from contacts with electric 
Telephone linemen should also have 
hats made of this material for insu- 
lation as well as for impact protec- 
tion. The maximum protection from 
blows as the result of a falling tool 
or other object is obtained when the 


wires. 


hat has a suspension arrangement to 
provide space between the head and 
the inside of the hat crown. This 





space should never be less than 1-1/ 
inches, otherwise the blow will no 
be absorbed to the maximum exten! 
The objection that this space lets i: 
cold air in winter is met by provid 
ing winter liners. These liners ar 
obtained in a skull style to protec 
the top-of-the head or a skater’s sty], 
that covers the neck and ears as well 

It is desirable to start a safety ha 
program on a voluntary basis, so tha 
the men will more willingly accep: 
the use of these hats after they hav: 
had the opportunity to observe hoy: 
others wear them. 





UESTION: — When a drop wir 

is to be placed from a lead acros; 
the road and must pass under a powe: 
line, we have often found it difficuli 
to obtain proper clearance over the 
road and at the same time from the 
power wires. What course can be fol- 
lowed to get the proper clearances in 
such cases? 


NSWER: — This is a common 
problem in rural areas where 
the telephone line is not in joint con- 
struction with power distribution 
lines. The proper method in situa- 
tions such as you describe is to have 
the power company place a pole at 
the drop crossing point and make a 
passing attachment of the drop wire 
to the pole. This pole is to be of the 
proper length to obtain the desired 
height of the drop wire over the road 
and, at the same time, locate the 
power wires to adequately clear the 
drop. 

If the subscriber can’t wait for the 
joint pole to be placed, it will be 
necessary to place a drop pole on the 
same side of the road as the power 
line and run the drop down the pole 
to a lower attachment for the span 
to the subscriber’s residence. The 
pole may have to be raked to keep 
the drop attachment at the top away 
the required distance from the near- 
est power wire. 








IN THE NEXT ISSUE 
In the March 1 issue of TE&M 
Mr. Reed answers a reader who 
asks — “What simple facts 
should be stressed to plant peo- 
ple in regard to plant mainte- 
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RUBBER TIRED DITCHER: — New model 702-A rubber tired ditcher is a highly-mobile unit designed for 


narrow trenching. Designed to dig a maximum of 40 in. deep; the 702-A may be equipped with either a 
chisel toothed bucket line digging either three or five inches wide; or a hook tooth line digging 3% or 
five inches wide. This choice of bucket lines makes the machine readily adaptable to a wide variety of 
underground soil conditions. Specifications and information on the new Model 702-A Ditcher may be ob- 





tained by Checking New Product 128. 





NEW PRODUCTS’ SHOWCASE 


Case Rubber Insulators 
THE CASE RC.-1, rubber insulator, 


manufactured by the Continental Rub- 
ber Works for Transandean Associ- 
ates, Inc., eliminates the problem of 
mischievous damage so frequently en- 
countered with the use of glass in- 
sulators. Since the new shatterproof 
RC-1 is practically impervious to 
“pot-shots” and rocks from sharp- 
shooting vandals and hunters, it will 
reduce cost of emergency line main- 
tenance due to insulator breakage 
and subsequent line shorts. 

The RC-1 has excellent mechanical 
and electrical characteristics in ad- 
verse weather, retaining its elasticity 
and self-cleaning ability under sus- 
tained exposure to extremes of heat, 
cold, rain, fog and corrosive atmo- 
spheres such as salt or sand laden air. 









By DICK REYNOLDS 


Under strong wind exposure it is 
capable of supporting the heavy load 
from large gauge copper and ferrous 





wires over long periods of time with- 
out visible abrasion, considerably re- 
ducing both tie and line wire fatigue 


breaks, 






A design improvement is the wid- 
ening of the air gap between the bot- 
tom of the petticoat and metal frame 
of the bracket which gives a longer 
leakage path and assures more effec- 
tive use of the petticoat’s insulating 
properties in wet weather. 

The RC-1 Rubber Insulator was de- 
signed for use on Case Crossarm or 
Mid-span transposition brackets and 
is applicable to both voice and car- 
rier frequencies. 

For complete technical informa- 
tion Check New Product 129. 


New Ladder Accessory 

A NEW safety step offered by Util- 
ity Tool & Body Co., has been de- 
veloped to provide more safety and 
less fatigue for anyone who works 
for prolonged periods on ladders. 
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The unit consists of a one-piece alum- 
inum detachable ladder step having 
a foot rest surface measuring 5” x 
> 

The RES-TEP weighs only 4 lbs., 
can be used with any round rung 
standard ladder and can be easily 
changed from one rung to another 


in a few seconds. Complete safety 
and comfort are assured on any 
rung regardless of tilt of the ladder. 
The unit can be used on double ex- 
tension ladders as well as on. single 
ladders. No adjustments are neces- 
sary at any time and ascent or des- 
cent is not impaired. Deep diamond 
tread on the entire foot surface pre- 
vents slipping. 

For further information, Check 


New Product 130. 


Diesel Generating Plants 


A NEW series of water-cooled, 
Diesel-driven, electric generating 
plants has been announced by D. W. 
Onan & Sons Inc. 

Series DZB generating plants are 
available in either 10,000 or 15,000 
watt A.C. size ranges and in all 
standard 60 and 50 cycle voltages to 
460 volts. Completely self-contained, 
they will provide full-rated electric 
power for both primary power appli- 
cations for contractors, oil fields, re- 
sorts . . . anywhere a dependable, 
continuous source of electricity is 
needed . . . and all types of emer- 


gency standby power applications 
where low-volatile Diesel fuel is pre- 
ferred over gasoline. 

Prime mover for the new DZB 
Series is the 3-cylinder, 37 HP (at 
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1800 RPM) Hercules D.D. 149 en- 
gine. 

Direct-connected to the Hercules 
Diesel engine is an inherently-regu- 
lated Onan single-ball-bearing, four- 
pole, revolving armature generator. 
A semi-flexible drive disc assures 
permanent alignment. The generator 
has a generous overload capacity . . . 
provides voltage regulation of plus 
or minus 5% with frequency regula- 
tion of 3 cycles maximum. The 10,- 
000-watt, 60-cycle units (single- 
phase) are rated at unity Power Fac- 
tor. 50 cycle models (10KW sizes) 
are available in the same voltages and 
ratings. In 15KW sizes, these models 
are available in similar voltages and 
ratings but derate to 12.5KW. 

Both the 10DZB and 15DZB models 
have the controls installed in a self- 
contained, enclosed cabinet mounted 
on top of the generator. These in- 
clude a battery charge rate ammeter, 





water temperature gauge, oil pres- 
sure gauge, highwater temperature 
cutoff momentary start-stop switch 
and output terminal block. 

For further information, Check 
New Product 131. 


Drive Rings & DHD Anchors 


INSTALLATION of Neoprene jac- 
keted drop and block wiring is a 
simple three step operation using 
Drive Rings and DHD Anchors from 
the Diamond Expansion Bolt Com- 
pany, Inc. 

Using the Diamond combination, 
all a worker has to do is: drill a hole 
the same size as the DHD Anchor, 
insert the anchor, position the drive 
ring held wiring, and drive home. 
The patented drive rings are made 
with striking end elevated above the 
ring, making it easy to drive with- 
out bending the ring or pin. 

The Diamond “hot dip” galvan- 
















izing process eliminates flaking of 
the zinc coating if the pin is bent to a 
45 degree angle. This feature insures 
further ease of operation and freedom 





from danger of flying zinc chips 
striking the ring installer. 
Installation is further enhanced 
when the drive ring is used in com- 
bination with Diamond’s Hammer 
Drive anchors. This forged aluminum, 
one piece anchor has internal rifle 
barrel rib construction that provides 
variable radial expansion for secure 
fastening despite irregular hole size. 
For additional information Check 


New Product 132. 


Printed Circuit Test Point 
THE ELECTRONIC Sales Division 


of DeJur-Amsco Corp. has announced 
a new series of single and multi-con- 
tact test point connectors to check 
printed circuitry in various applica- 
tions. 

All types accept a standard .080 
test probe, and have pins for right 
angle dip soldering to a printed cir- 
cuit board. The body is molded of arc 
resistant mineral filled Melamine or 
glass reinforced Plaskon Alkyd (other 
materials available on order). 

These connectors can be ordered 
with either one, six or 16 test points 
for easy test probe insertion. The 
single contact Series TJ can be sup- 
plied with conventional socket and 











single pin, or with closed ring entry 
ntact and molded-in stabilizing 
stud. This feature provides extra pro- 


lection against probe damage and 
movement of test point during probe 
insertion. 

All socket contacts are spring tem- 
per phosphor bronze, gold plate and 
silver plate. Current rating is 5 am- 
peres continuous and 7.5 amperes 
maximum. 

For further information, Check 


Vew Product 133. 


Sean eerhots 

NEW POINT-TYPE transposition 
brackets for transposing communica- 
tion circuits are being offered by 
Line Material Industries. 

The brackets may be mounted eas- 
ily on crossarms by means of two 
1/2-inch bolts. 


standard carriage 


They feature box-type construction 
for high strength and rigid assembly 
along with threaded pin shanks for 
simplified pin replacement. All parts 
are projection welded after galvaniz- 
ing to eliminate pickling acid de- 
posits. 

These brackets are REA approved 
and meet specification No. PE-18 for 
heavy-duty brackets. 

For further information, Check 
New Product 134. 


One-Man Lift-Stand 
HEAVILY loaded cable reels are 


raised and positioned for cable pay- 
out with the portable Hykon Reelift. 
The device, using ordinary on-the- 
site conduit to extend lifting lever- 


age, permits a workman to lift an 
1152 Ib. reel as illustrated. Two men 
raise the larger reels weighing over 
one ton. 

Adjustable to various reel di- 
ameters, the Reelift has an all-welded 
base of reinforced angle-iron and 
measures 3 ft. x 2 ft. It accommo- 
dates reels with damaged or broken 


flanges and does not require jacks 
or accessory equipment. The Reelift 
handles up to 48” diameter reels. All 
surfaces are weather and rust pro- 
tected by an industrial enamel fin- 
ish. For further information, Check 
New Product 135. 


Nea 

A NEW flooring material which 
can withstand up to 50% inorganic 
acid conditions without corroding has 
been developed by the Stonhard Co., 
Inc. 

Called Stonclad, this material will 
withstand hot concentrated alkaline 
solutions up to 170° and nitric acid 
up to 15%. It will resist highly con- 


READER'S 
SERVICE 
DEPT. 
T-E-M 
2-15-59 


7720 N. Sheridan Road 
Chicago 26, Ill. 


(Check Items Wanted) 


NP 128 NP 129 
NP 133 NP 134 
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m PLEASE PRINT 


Telephone Engineer Publishing Corp. 


mg Please send me information on the following New Products: — 


NP 130 
NP 135 
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centrated sulphate solutions. Main 
feature of Stonclad is its ability to 
resist corrosion damage from acids 
and alkalies and at the same time 
stand up under extremely heavy 
traffic. 

Trowel applied, the product is pack- 
aged in three ready-mix parts which 
are combined at the job site. Under 
normal conditions the mixture will 
remain workable for more than an 
hour. A new installation may be used 
for foot and light truck traffic after 
five hours. One unit of Stonclad ap- 


plied at 14” thickness will cover 75 
sq. ft. 


In most cases no special floor pre- 


paration is required. Simple cleaning 
is usually sufficient preparation be- 
fore application of the product over 
the old surface. Nor is there any need 
to remove machinery. The product 
can be formed, and bonds tightly, to 
the base parts of equipment. 

For more information, Check New 


Product 136. 


NP 131 NP 132 
NP 136 


CEUUEUEREAREREROEOEOUREOEEGUOEDOUOEGUOARSOGEOURAEOEOADEEORGSOOROUDEOUOEOEEUEOORAEOEOURUROEOOROAUEROROERODOROCOOOoONOAOOEE 


YOUR FEBRUARY 15, 1959 TELEPHONE ENGINEER & MANAGEMENT 73 





Loosen ‘‘Frozen’”’ 


Pole Line Hardware 


in seconds 


KEARNEY 


Rust Cutter 


Fast... New fast acting 


chemical compound loosens 


corroded ferrous nuts, 
bolts, studs in seconds. 
Eliminates sawing, speeds 
your pole line repairs. 


Easy. .. Lightweight push 


button can makes Kearney 


Rust Cutter easy to 
use on ground or poles. 
Atomized mist dissolves 
crystallized rust. 


Safe... New Kearney 
Rust Cutter is completely 
safe .. . harmless to skin. 


JAMES R. KEARNEY CORPORATION 


4224-42 Clayton Avenue « St. Lovis 10, Missouri 


Canedian Plant: Guelph, Ontario 


For BETTER CONSTRUCTION — SAFER MAINTENANCE 


Specify 


KEARNEY 
Products 
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New Trunk Restrictor Gives PBX User 
Adequate Toll Call Monitoring System 


By JAMES G. 
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TYPICAL Trunk Restrictor with front 
cover panel removed showing, from 
top to bottom, the trunk adapters, 
common equipment, number test and 
jumpering section, fuse and message 
register panel and finally the registers 
at the bottom. The equipment is 
housed in standard metal cabinets 
81 7/16” high by 23 5/8” wide by 
12” deep. 


BONNAR* 


ITH THE advent of Direct Dis- 

tance Dialing (DDD) it became 
apparent that difficulty would be en- 
countered in handling calls from 
Private Branch Exchange extensions 
using the new media. This 
brought about because no limitations 
were put on the placing of calls from 
any extension located in the PBX 
through the toll system. 

At the same time, message rate 
calling in metropolitan areas was 
reaching proportions that made it a 
factor to be considered in evaluating 
the cost of PBX service. Calling in 
message-rate areas in many cases in- 
volved numerous offices. Some were 
of single unit charge while others in- 
volved multiple unit calling and since 
there can be a multiplicity of offices 
in message rate areas the policing of 
calls throughout the area is difficult. 

Prior to DDD it was possible to 
restrict the placing of a toll call by 
stations of the PBX in various ways. 
One method restricted certain PBX 
stations from making calls into the 
city exchange. Thus, the extension 
could not be used for calling beyond 
the confines of the branch exchange 
and calling to toll points was auto- 
matically restricted. 

Another commonly used method 
involved placing a restricting feature 
on the city trunks to prevent calling 
of the toll operator by anyone other 
than the PBX attendant. DDD did not 
affect the use of the first method. 
However DDD did make it impossible 
to restrict the placing of toll calls as 
the extension user could place a call 
to any point reached over the DDD 
network without the services of an 
operator and on many DDD calls it 
is not necessary to employ any ac- 
cess code to reach the automatic tic- 
keting equipment. Also, because the 
indication to the PBX equipment that 


was 





*Mr. Bonnar is acting director of 
research and development, North 
Electric Co., Galion, Ohio. 
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Prepare tor 


DISTANT DIALING 


COMPUTER INTERCEPT 
DIGIT ABSORBERS 
TRUNK DIGIT REGISTERS 


RINGING CONVERTERS «ll 


OUR EQUIPMENT 
IS SOLD THRU ALL 
LEADING TELEPHONE 
DISTRIBUTORS 


For full particulars contact 
the nearest office of your 


Distributor or — 


TELEPHONE 
DIVISION 


UNIVERSAL 


CONTROLS CORPORATION 
OFFICE AND PLANT-CARROLLTON, TEXAS 
MAIL ADDRESS-P. 0. BOX 13122, DALLAS 20, TEXAS 
Telephones: Carrollton 3885 — Dallas CH 7-3123 
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UNIVERSAL 


EQUIPMENT 
NOW IN SERVICE OR ON ORDER 


ALEXANDRIA TELEPHONE COMPANY 
Nelson, Minnesota 

BOONE COUNTY 

TELEPHONE aw 

Bellefonte, Arkansa 

BURNET TELEPHONE COMPANY, INC. 
Buchanan Dam, Tex 

CENTRAL ARKANSAS TELEPHONE 
COOPERATIVE INC. 

Bismarck, Arkansas 

Donaldson, Arkansas 

CHURCHILL COUNTY TELEPHONE 
AND TELEGRAPH SYSTEM 

Fallon, Nevada 

CITIZENS UTILITIES COMPANY 

OF CALIFORNIA 

Janesville, California 

DE LEON TELEPHONE CO., INC. 
Carbon, Texas 

DELTA TELEPHONE AND 
TELEGRAPH COMPANY 

Courtland, California 

(Toll Center Intercept serving 4 fan 
DORRIS TELEPHONE COMPANY 
Macdoel, California 

EGYPTIAN TELEPHONE COOPERATIVE 
ASSOCIATION 

Oakdale, Illinois 

Rice, Illinois 

Venedy, Illinois 

FINGER pat TELEPHONE 
CORPORATI 

Rose Hill, New Yor 

FOUNTAIN GREEN TELEPHONE 
COMPANY 

Fountain Green, lilinois 

GENERAL TELEPHONE COMPANY 
OF THE SOUTHWEST 

Christoval, Texas 

GRACEBA = COMPANY 
Cottonwood, Alaba 

GULF STATES TELEPHONE 
COMPANY 

Athens, Texas 

(Toll Center ieewrcaet coving 10 exchanges) 
MOLT TELEPHONE CO., INC. 


Poteau, Oklahoma 


MID-RIVERS TELEPHONE COOPERATIVE 


Bloomfield, Montana 
Brockway, Montana 
Brusett, Montana 
Circle, Montana 
Crane, Montana 


Fallon, Montana 

Green, Montana 

Jordan, Montana 

Lambert, Montana 

Lindsay, Montana 

North McCone, Montana 

Richey, Montana 

OREGON WASHINGTON TELEPHONE 
COMPANY 

Lyle. Washington 

(Toll Center aging servi - tf 3 aaa 
THE PACIFIC TELEPHO 
TELEGRAPH COMPANY 

French Gulch, California 

PALESTINE TELEPHONE COMPANY 
Birds, IIlinois 

PALMERTON TELEPHONE COMPANY 
Kresgeville, Pennsylvania 

Kunkletown, Pennsylvania 

Palmerton, Pennsylvania 

PENINSULA TELEPHONE AND 
TELEGRAPH COMPANY 

Forks, wooD Te 

peng oo weneees COMPANY 
Meno, Oklah 

SANGER TELEPHONE COMPANY 
Sanger, California 

SIOUX VALLEY TELEPHONE COMPANY 
Valley Springs, South Dakota 

THE SOUTHWESTERN STATES 
TELEPHONE COMPANY 

Basile, Louisiana 

Coy, Arkansas 

England, Arkansas 

lota, Louisiana 

Kensett, Arkansas 

Oberlin, Louisiana 

Pocahontas, Arkansas 

Washington, — 

Wayne, Oklaho 

TENAHA TELEPHONE COMPANY 
Joaquin, Texas 

WARREN TELEPHONE COMPANY 
Warren, Texas 

WATERTOWN TELEPHONE COMPANY 
St. Bonifacius, Minnesota 

WEST RIVER MUTUAL AID 
TELEPHONE CORPORATION 

Hazen, North Dakota 

WEST TENNESSEE TELEPHONE 
COMPANY 

Bradford, Tennessee 

Rutherford, Tennessee 


as of 12-31-58 
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EASY, LOW-COST WAY 


TO RUN PIPE UNDER 
STREETS AND WALKS 


_—————— 





Greenlee Hydraulic 
Pipe Pusher 


Traffic proceeds as usual when your 
piping for underground cable crosses 
under the street this simple timesaving 
way. Model No. 790 shown pushes 
34" - 4" pipe about two feet per minute 
with power pump. A small ditch in 
the parkway accommodates the pipe 
pusher — streets and walks remain 
undisturbed, total job time is cut to 
a fraction. Ask your supplier for de- 
tails or write for free literature. 

OTHER GREENLEE TIMESAVING TOOLS 
FOR TELEPHONE WORK: UTILITY CHIS- 


ELS, POWER BITS, BRACE BITS, BELL 
HANGERS’ DRILLS, ANGLE SCREW DRIVERS 


GREENLEE TOOL CO. 
1777 Columbia Avenue 
Rockford, Illinois 
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fa toll call is being placed has such 
\variable combinations the normal 
‘methods of restriction were rendered 
useless. It is true the call could be 
placed and would be properly billed 
to the PBX number, but no indica- 
tion would be given as to the PBX 
extension from which the call ori- 
ginated. This opened the way to the 
placing of unauthorized calls not 
properly chargeable to the business 
for which the private system was in- 
stalled as it was impossible to restrict 
or monitor toll calls. 

One of the early problems arose in 
the case of military installations in 
which it was the duty of the Post 
Signal Officer to certify each month’s 
billings with the statement that all 
charges were true and_ properly 
chargeable to the United States gov- 
ernment. 

One of the larger installations of 
this type suffered from an increase in 
toll charges with the advent of DDD 
in the area in which it was served. 
It was felt this could only be attrib- 
uted to the fact that a number of 
unauthorized calls were being placed 
from the PBX extensions, since no 
extensive increase in need for long 
distance calling was apparent. 

Contacts with the local telephone 
company indicated a_ restriction 
placed on direct dialed toll calls from 
the PBX would involve interference 
with other calls in the area, a factor 
which was not acceptable to the tele- 
phone company or to other enter- 
prises located in the office. It was 
also indicated that any restriction 
placed on DDD from the extensions 
would also restrict the placing of 
direct dialed toll calls by the attend- 
ant, unless separate groups of trunks 
were employed with the resultant loss 
of traffic efficiency. 

The answer to the problem was 
then to make such restriction at the 
PBX, where it affected only calls from 
that point, and at which point the dif- 
ferentiation between operator-origin- 
ated calls and extension originating 
could be more easily made. 

A study of the problem indicated 
that the need was for the identifica- 
tion of the first three digits of the 
called number to determine if the call 
was acceptable or unacceptable. 
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In the particular area calls also 
were metered on a zone basis. Thi: 
meant that although the call did no 
enter the nationwide network, exces 
sive charges could be incurred by th 
placement of certain calls within th: 
Restriction 0 


metropolitan area. 
these calls could also be accomplishe: 
by an identification of the first thre: 
digits of the called number since eac} 
exchange in the area had its own ex 
change and number even though n 
area code was used. 

Since the time required to registe: 
and identify these three digits wa: 
such a small part of the total time o! 
any call, it was of course impractica! 
to associate the equipment with each: 
individual city trunk of the PBX so 
a device called the North Trunk Re- 
strictor was devised. 

In principle, its operation is to 
pick up each trunk simultaneous with 
its seizure by the extension and con- 
nect that trunk to a register which 
will, without interfering with the pas- 
sage of pulses to the city exchange. 
record the first three digits of the 
called number. 

This register on receipt of the three 
identifying digits can then be con- 
nected to an identifier. This identi- 
fier is, by a prearranged strapping. 
able to compare the number dialed 
with a block of area codes or office 
codes, and immediately determine 
whether or not the call is to be placed 
to a message point beyond the base 
rate area, or to an office or area for 
which a toll rate will apply. This ap- 
plies to calls either in the local area, 
or in another area anywhere in the 
nationwide network. 

If the call is identified by the equip- 
ment as being one which has been 
authorized for toll or DDD calling. 
the restricting equipment is released 
and the call can proceed in the same 
manner in which any unrestricted 
call would be placed from a PBX to 
the associated connecting city ex- 
change. All of this checking is done 
with no interference to the progress 
of the call, and no indication is given 
to the calling station that any mon- 
itoring is being done. 

If, however, the check by the Re- 
strictor indicates the call is one on 
which an unauthorized extra charge 















s immediately stopped and any fur- 
her digits dialed by the person at 
he extension are blocked from be- 
ng effective at the city office. 
Disposition of any blocked calls 
rom this point on is a matter which 
an be considered from several op- 
tional points of view. One of the 
‘arly methods used was to merely 
dump the call and free the trunk. 
This was chosen in this particular 
ase because of the large amount of 
legitimate traffic which was to be 
handled by the circuits, so it was felt 
that the saving in trunk time was the 
paramount factor. 

Another method employed is to 
immediately switch the termination 
of the trunk call to the attendant, 
from which point it can be monitored, 
and completed or refused when the 
operator has determined the legiti- 
macy of the calling party’s motives in 
placing the call. Still another method 
employed is to route the call to a re- 
corded announcement point which 
will give an indication to the calling 
party of why his call is not progress- 
ing and also provide instructions for 
the proper placing of such calls. 

Since the Restrictor equipment is 
placed at the PBX it is quite possible 
to eliminate the checking of called 
numbers when the placement of calls 
is by the operator, even though the 
same circuits are used both by the 
operator and by the extensions. 


Unauthorized Calling Halted 
N THE early installations it was 
apparent that the need for the 
equipment was real rather than ima- 
gined. In nearly all installations the 
toll charges and message rate charges 
were reduced by a factor of approx- 
imately 50% the first month the 
equipment was in operation. Since 
no effort is made to interfere with 
legitimate toll calls, the savings came 
only from the halting of unauthor- 
ized calling. Any personal, non-busi- 
ness or even business-connected toll 
call can still be placed from the un- 
authorized extension, with the serv- 
ices of the operator, who is able to 
identify the calling station and de- 

termine responsibility for charges. 
Various other plans for use of the 


will be assessed, progress of the call 


YOUR FEBRUARY 


Compatible Automatic 
CENTRAL OFFICE 


TERMINAL EQUIPMENT 
for RADIO TELEPHONE 
SERVICE 


GE OS 
NOW SECODE SIGNALING 
“BRIDGES THE GAP” 
BETWEEN WIRE AND WAVE 


New Secode equipment solves the problem of extending sub- 
scriber service. By interconnecting radio and land line exchanges, 
complete telephone service is provided for mobile and remote 
rural users. 


Central office terminals and associated equipment for interconnec- 
tion between mobile radio circuits and either manual or automatic 
dial telephone exchanges are now in production. Secode equip- 
ment is fully compatible with Bell and Independent telephone 
practice. It is flexible, low cost, and simple to install. 


Advantages of New Secode Dial Signaling Systems 


Operates from standard telephone dial ¢ Fully compatible with 
existing radio-telephone-standards * Telephone quality engineer- 
ing for ultimate reliability « Individual mobile identification for 
automatic ticketing « Unlimited number of mobiles per radio 
channel ¢ Ample call code capacity for nationwide numbering and 
roving service * No special instruction needed, mobile telephone 
operation simulates standard land line practice * Only the called 
mobile can answer a call * Only the calling mobile can seize and 
release a line ¢ Full channel access for emergency communica- 
tion * Conelrad control available * Repetitive ringing at the mo- 
bile ¢ Superior fringe area operation * No FCC waivers required. 


SEND FOR’ An informative eight-page booklet titled, “Selective 


FREE Signaling Equipment for Mobile Radio Systems” is 
yours for the asking. For your free copy along with 
the name of your nearest Secode engineering repre- 
sentative who will be happy to answer your questions, 
please address Dept.z99 


BOOKLET 


The new name of 
ELECTRICAL COMMUNICATIONS, INC. 









555 MINNESOTA STREET, SAN FRANCISCO, CALIFORNIA © MARKET 1-2643 
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CARPENTER 
EMERGENCY 
LIGHTS 





 — 
COLORED 










PORTALITES 
Dry ond rechargeable S E E b h ’ FLASHING BEACONS 
pai 1K.) est while 





you work 
To WARN traffic 
To GUARD property 
To PROTECT life 


SERVICE-VEHICLE rola) fe! | i m 'e) 
LIGHTS 


CARPENTER-LIGHTS OFFER: — 
¢ Ultra-power * Dependability ¢ Ruggedness 


Built for maximum light . . . minimum maintenance — 
best value for your dollar 


NEVER SETTLE FOR LESS! 


Complete catalog on request 


CARPENTER MFG. COMPANY 


910 Bradley St. Somerville 45, Mass. 





AUTOMATALITES 
Dry and Rechargeable 











































CABLE TESTER—Model L 

COMMUNICATION TEST SET—Model JK 

D B METER—Model K 

DUAL ELECTROLYSIS VOLTMETER—Model 6 
EXPLORING COIL AMPLIFIER—Model E 
INTER COMMUNICATION UNIT—Model M 
LINEMEN’S TEST SET—WModel i 
LOCATOR-TESTER—Model A 

MIDGET DETECTO-METER—WModel D-1 









A complete telephone directory 
publishing service 


300 MONTGOMERY ST., SAN FRANCISCO, CALIF. 


OFFICES: KILGORE, TEXAS - EVERETT, WASHING- 
TON - BEAVERTON, OREGON 






‘ 


Chicaae 10, Illinois 










“Yes, I do work for the telephone 
company, but how did you know?” 
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equipment of course present them 
selves. One, is to route the cal! 
through toll ticketing equipmen: 
which will properly identify the call 
ing station when the Restrictor ha 

determined whether the call is one | 

be charged or one on which no charg 

is applicable. 

It is quite possible that it may b 
desirable to allow certain PBX st: 
tions access to the DDD netwo: 
without restriction. The equipment 
arranged to provide this facility b 
the use of a simple line identifi: 
method. Thus, when a station seiz« 
the city trunk the call is checked | 
indicate whether or not it is one « 
those stations allowed direct acces 
If it has a direct access the Restricto 
equipment is not employed and th 
call passes through without any check 
ing. The number of stations so ai 
ranged are at the discretion of th 
PBX subscriber and may be change: 
or revised as circumstances require 

In all, the satisfaction of the PBX 
customer with being able to properly 
monitor his charges has been a great 
factor in the successful adoption o! 
the unit. With the introduction of 
automatic equipment within motels 
and hotels and other public or semi- 
public locations from which calling 
may be unmonitored, the factor of 
unauthorized toll calls is becoming a 
serious problem for subscribers to 
PBX service and consequently to the 
telephone company. This unit is an- 
other factor which will remove the 
fear of being burdened with ques- 
tionable charges from the minds of 
those endeavoring to modernize their 
PBX service. — James G. Bonnar. 
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“Signaling” 
(Continued from page 38) 

The results of a study to determine 

e delay in the transmission of per- 

mal signals due to integration of the 

gnaling and mobile telephone chan- 
els are summarized in Figure Six. 

The curves on this figure indicate 

1 cumulative percentage form the 
xcess time for transmission of sig- 
naling calls due to the dual use of 
the radio channel over a nominal 
time of about 0.2 minute which is 
required for transmitting a call when 
ihe radio channel is immediately 
available. 

Each curve applies to signals sent 
during normal working hours in a 
five-day business week. One curve 
is for the week showing the largest 
displays and the other for the week 
having the smallest delays. The num- 
ber of pocket receivers in service dur- 
ing the week and the percentage of 
time the mobile telephone channel 
was in use is also indicated for each 
curve. 

The average delays for the other 
weeks during which data were avail- 
able fall within the range of the fig- 
ures given. Under the worst condi- 
tion the average delay was about 0.9 
minute and less than 10 per cent of 
the calls were delayed by more than 
three minutes. 

Determination of the number of 
signaling receivers which can be ac- 
commodated on the channel without 
too much degradation in either the 
mobile telephone or the signaling 
service will require more informa- 
tion than that available from the in- 
itial six weeks of operation. 

One aspect of this problem is the 
delay in transmission of the signal- 
ing calls caused by the mobile tele- 
phone usage of the channel discussed 
above. Other factors are delays in 
completion of mobile telephone calls 
and cancellation of such calls be- 
cause of a channel busy condition. In 
the case of mobile telephone calls ori- 
sinated by mobile units, there is also 
he possibility of calls “not attempt- 
‘d” because repeated listening on the 
hannel indicates it to be busy. No 
eports of this latter condition have 
een received. 

Next page, please 
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View of microwave installation atop 
Mount Pico, Vermont. Altitude 4,000 feet. 


. .. proven performance, where rough con- 
ditions are normal all year. Here is a high 
mountain-top tower where ANDREW equip- 
ment was installed to perform, exposed to 
100 mph winds, driving sleet, ice and snow. 

Selection of the best antenna systems for 
such problem installations is made easy 
through a choice of 30 Anprew stock para- 
bolic reflectors, which utilize the three 
standard microwave feeds. And tower 
work has been simplified too, with the new 
mount, which has separate elevation and 
azimuth adjustments for precise align- 
ment. 

All standard ANnprREw antennas meet or 
surpass EIA recommendations and FCC 
specifications, governing radiation patterns 
and side lobes. 

Uniform all weather performance is as- 
sured by the use of radomes and built in 
automatic de-icing equipment. 

Why not check today on how you can 
get the maximum performance in your in- 
stallation—just call the Anprew Engineer 
in your area or write 


Audrew 


CORPORATION 


363 EAST 75th STREET + CHICAGO 19 
Offices: Chicago * New York * Boston 
Los Angeles « Toronto 


ANTENNAS, ANTENNA SYSTEMS, TRANSMISSION LINES 








DIPOLE FEED 


for 1700-2700 mc 


WAVEGUIDE HORN FEED 


oe 


po 7 ) 













for 3700-13,200 mc 
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CASE after CASE after CASE 
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TRANSPOSITION BRACKETS 


proved best...world wide 


Transposing wires to help expand toll cir- 
cuits, carrier systems, balance out cross- 
talk and reduce noise levels has proven 
itself, installation after installation, 
throughout the world. 


Case aluminum Transposition Brackets for 
cross-arm and span-point transpositions 
have proved to be the outstanding choice. 


@ Unique span-point design... the only 
bracket designed especially for mid-span 
transpositions . . . eliminates the need for 
special transposition poles. 


@ Lightweight ... Case non-corrosive alu- 
minum cross-arm brackets weigh only 4 
lbs.*; the span-point bracket weighs only 
33¢ Ibs.* 

* (including insulators and bushings) 

@ Roller system... Case brackets feature 
insulators that roll, eliminate wire drag- 
ging on insulators and bracket distortion, 
protect wire insulation in stringing. 

@ Special rubber bushings ...In the event 
of glass insulator breakage, the line wire 
falls on the rubber bushing, with no loss 
of communication service. 


SOLD BY LEADING DISTRIBUTORS IN THE U. S. 


CASE BRACKETS .. . STRONG, LONG-LASTING, ECONOMICAL, 
ESPECIALLY ADAPTED FOR CARRIER-CIRCUIT CONSTRUCTION 


Write today for free illustrated brochure. 


TRANSANDEAN ASSOCIATES, INC. 


304 MAIN STREET, ORANGE, NEW JERSEY 


SPAN-POINT 
BRACKET 








"As time goes on it is planned to 
make further observations of the type 
outlined above with a view to deter- 
mining the performance of an inte- 
grated service of this type from the 
commercial and traffic standpoints. 
In the meantime, experience has in- 
dicated that operation of a signaling 
system employing standard operator 
techniques on the same radio chan- 
nel with a mobile telephone system is 
technically feasible. 


Summary 

ERSONAL signaling is a new type 

of telephone service. This service 
was initiated about a year ago in 
Allentown, Pennsylvania. More re- 
cently, an improved system sharing a 
radio channel with an existing mobile 
telephone service system was placed 
in operation in Columbus, Ohio. This 
improved system, including the ar- 
rangements employed for integrating 
it with a mobile telephone service 
system, has been described. Some of 
the factors involved in operating the 
two services on the same channel have 
been pointed out and initial operat- 
ing experience with the new system 
has been evaluated. 


It appears that: 


1. Operation of personal signaling 
and general mobile telephone 
systems on the same radio chan- 
nel is technically feasible. 


2. Experience during the first near- 
ly two months of operation in- 
dicates the average delay to sig- 
naling calls due to sharing of 
the radio channel with a heavily 
loaded mobile telephone system 
is under one minute. 


3. Less than 10 per cent of the sig- 
naling calls were delayed more 
than 3 minutes. 


4. The majority of the customers 
in this experimental, system are 
well satisfied with the service. 
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C. R. Jones Elected V. P. 
Carolina Tel. & Tel. Co. 

THE EXECUTIVE Committee of 
the Carolina Tel. & Tel. Company 
meeting at Tarboro in regular ses- 
sion December 30, 1958, elected C. 
R. Jones vice president and chief 
engineer effective as of that date. 
Other vice presidents of the company 
are J. K. Avent for operations and 
J. F. Havens for personnel and pub- 
lic relations. 

The new vice president is a native 
of eastern North Carolina, having 
spent his youth in Pink Hill. He 
graduated from the University of 
North Carolina at Chapel Hill in 
1928 with a degree in electrical en- 
gineering. His telephone career be- 
gan in 1928 when he became a jun- 
ior engineer for Southern Bell in 
Atlanta. In 1929 he was transferred 
to Nashville as plant engineer. 

In 1935 he became transmission 
engineer and later was made trans- 
mission maintenance supervisor of 
the Tennessee division. In 1939 he 
was sent back to Atlanta as a super- 
visor in the General Plant Depart- 
ment. During 1941 he became trans- 
mission maintenance supervisor in 
the General Plant Department at At- 
lanta where he remained until he 
joined the Carolina Company. 

Jones came to the Carolina Com- 
pany as transmission and protection 
engineer in 1944 and was made as- 
sistant chief engineer in 1946. He 
became chief engineer in 1951. 


NEW “all-purpose” 
indicator lights 


FOR USE WHEREVER A VISUAL SIGNAL IS NEEDED 


Your subscribers’ needs for Suttle’s new indicator lights are countless! 


Business offices, hospitals, municipal departments, factories, mills, resi- 
dences — anywhere a visual signal is required to indicate trunk or intercom 
line usage, or for switchboard signalling. They provide subscribers with a 
visual signal so that calls are not interrupted and privacy is maintained. 


SE 15, 17 & 18 indicator lights, needed as visual telephone signals at sub- 
scriber stations, are made to last for years — of break-resistant hi-dielectric 
plastic materials. They accept standard switchboard lamps and may be used 
with or without concealed wiring — arranged for fixed mounting by means 
of woodscrews or for surface placement. (W.E. equivalents) Earn additional 
revenue by making these available to your subscribers now. Order out a set 
from SUTTLE or your local distributor today to show your subscribers — 
you ll get orders fast! 


List Price 


SE-15 Indicator Light (1 lamp) Each $2.30 


SE 15D (White), SE 15 E (Ruby), SE 15F (Green) 


SE-17 Indicator Light (2 lamps) Each $3.80 
SE 17 C-2 Green, Ruby, SE 17 D-2 White, Ruby, SE 17 E-2 Ruby, Ruby 


SE 18-3 Indicator Light (3 lamps) Each $4.70 
SE 18-A-3 White, Green, Ruby or, specify above lens colors desired 


Manufacturers, suppliers, and printers to Telephone Men 
For further information, specifications or 


quotations on these telephone supplies— 
write, wire or telephone— 


SUTTLE EQUIPMENT CORPORATION 


401 N. 15th St., Lawrenceville, Ill. 135 S. La Salle St., Chicago 3, Ill. 
Phone: Lawrenceville 782 Phone: DEarborn 2-3108 
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J. W. Tobin Heads 
So. Dakota Association 

AXATION and regulation were 

among the top subjects discussed 

at the 54th annual convention of the 
South Dakota Telephone Association. 
Speakers addressing the meeting in- 
cluded: R. B. “Duke” Matson, mayor 
of Huron; E. Cogley, Sioux Falls; 
Myron E. Hoyt, of the Bureau of In- 
ternal Revenue, Aberdeen S. D.; 
Kenneth Holum, president of the 
South Dakota Rural Telephone As- 
sociation; Roy Frazen, plant staff 
supervisor of the Northwestern Bell 
Telephone Co.; Bruce E. Gills, com- 
missioner of Revenue, Pierre; Cap- 
tain R. D. Chase of The Sioux Falls 
Air Defense Filter Center; D. E. 
Misfeldt, Utilities Valuation Engineer. 

The South Dakota Public Utilities 
Commission was represented by the 
Commission Secretary, F. Norman, 
and Engineer Elwin Quinney. 

Mrs. Genevive Cox, district traffic 
supervisor, Northwestern Bell Tele- 
phone Co., conducted the Operator’s 


Corner. 

Officers for the coming year are: 
J. W. Tobin, Citizens Telephone Co., 
Plankinton, president; K. P. Ellef- 
son, Sioux Valley Telephone Co., Dell 





DIRECTORS of the South Dakota Telephone Association: Standing (I. to r.) 


Rapids, vice president; L. J. Armen- 
trout, Armour Telephone Co., Ar- 
mour, secretary-treasurer. 

Directors are as follows: Kenneth 
Hauge, Alexandria; Kenneth Con- 
ners, Jefferson; K. P. Ellefson, Dell 
Rapids; M. H. Hirt, Sioux Falls; J. 
W. Tobin, Plankinton; R. G. Price, 
Highmore; Marcus Eastby, Sinai; P. 
F. Orcutt, Custer; and Leslie Jensen, 
Hot Springs. 


Fred S. McGee Heads 
Florida Tel. Association 
OLDING their 51st annual con- 
vention at the Soreno Hotel, St. 
Petersburg, members of the Florida 
Telephone Association participated in 
a two-day meeting that properly 
placed its emphasis on the future. 
This theme was emphasized by the 
first convention speaker, Roger Early, 
science editor of TV Station WFLA, 
Tampa, when he discussed “Man and 
The Space Age,” and by the second 
speaker, Joe S. Stone, operating vice 
president — East, Southern Bell Tele- 
phone & Telegraph Co., Atlanta, Ga. 
Discussing “Growth — A Problem 
And An Opportunity,” Stone pointed 
out that “To keep up with growth 
and meet all the public’s needs and 


KENNETH HAUGE, Alexandria; KENNETH CONNERS, Jefferson; K. P ELLEF- 

SON, Dell Rapids; M. H. HIRT, Sioux Falls; J. W. TOBIN, Plankinton; R. G. 

PRICE, Highmore; Seated (I. to r.) MARCUS ESTBY, Sinai; P. F. ORCUTT, 
Custer; LESLIE JENSEN, Hot Springs; L. J. ARMENTROUT, Armour. 





desires for service, telephone compa- 
nies have to have adequate earnings 
in order to provide the necessary ex- 
pansion of facilities.” 

“Nothing can be more important 
than this,” he said. “Yet, the very 
expansion of facilities makes the prob- 
lem of maintaining adequate earnings 
more difficult. Even if we were not 
adding any new plant, but merely 
undertaking to make normal replace- 
ments of plant and equipment fo: 
maintenance reasons, our average in- 
vestment per station would increase 
due to inflation and rising costs.” 

Emphasizing that during recent 
years inflation has run up the costs 
of all things telephone companies 
buy, Stone said, “Other businesses 
— automobile, steel, any non-regu- 
lated business you can mention — 
have raised their prices to meet these 
increasing costs. Regulated companies 
have not been able to do so.” 

“Every rate case my company has 
had in recent years has been a hard 
struggle,” he stated. “In some we 
have been able to secure a portion 
of the increase we requested; we 
have failed in several others. This 
despite a clear showing of need and 
of a very small increase per individ- 
ual telephone.” 

Pointing out that in 1957 the lead- 
ing manufacturing concerns in the 
United States, all non-regulated, 
earned an average of 12% on their 
invested capital, Stone reported tele- 
phone companies in the Southern sec- 
tion of the country averaged earnings 
only about one-half that amount. 

“All indications point to further 
inflation,” he stated. “If telephone 
companies are not allowed to main- 
tain adequate and reasonable earn- 
ings, it follows as night follows day 
that our plants will depreciate, the 
service will deteriorate, new service 
needs cannot be met and our custo- 
mers will forsake us... . 

Hugh A. Barnhart, president of 
the United States Independent Tele- 
phone Association and president of 
the Rochester (Ind.) Telephone 
Corp., told the convention that the 
telephone industry is in the early 
stages of fundamental alterations in 
the telephone service itself. 

“We have stepped across the thresh- 
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hold of a changed conception of tele- 
phone service,” he said. “It is com- 
parable to the transition from hand- 
craft to mechanized factories in the 
early part of the 19th century, and 
from-sail to steam on the seven seas. 
These changes come largely from the 
application of electronics, but also 
as a result of changing population, 
changing habits of life, and a cer- 
tain renaissance within the telephone 
industry itself.” 

Pointing out that today’s telephone 
instrument is a streamlined, highly 
refined and scientifically designed 
edition of the telephone “our grand- 
parents were using when this cen- 
tury began,” the USITA President 
stated recent developments in elec- 
tronics have inaugurated a new era. 


Commenting on the need for a 
new unity, a new feeling of mutual 
relationship among those who have 
faith and confidence, as well as a 
financial stake in public utility enter- 
prises, President Barnhart stated that 
“In the United States Independent 
Telephone Association, we have the 
means and the mechanics, if you 
please for checking our progress, for 
propelling our national movement for- 
ward, for protecting our common in- 
terests, and for jointly facing up to 
the job that lies ahead.” 

Mitchell N. Drew, president, Quincy 
(Fla.) Telephone Co., presided at 
the Traffic Conference. Speakers 
were Louis Groot, district traffic 
manager, Southeastern Telephone Co., 
Crestview; E. A. Maddox, district 
traffic superintendent, Southeastern 
Telephone Co., Tallahassee; Fred 
Campa, toll equipment engineer, 
General Telephone Co., of Florida, 
Tampa; and Mrs. Frances Hill, traf- 
fic instructor, Southern Bell Tele- 
phone & Telegraph Co., Jacksonville. 

Joe K. Galloway, executive vice 
president, Winter Park (Fla.) Tele- 
phone Corp., presided at the Plant 
Conference. Speakers were William 
F. Weaver, administrator, education 
and training section, Martin Co., Or- 
lando; Kenneth F. Peloquin, assistant 
secretary and administrative assistant, 
Winter Park Telephone Co.; and F. 
E. Norris, vice president, planning & 
development, General Telephone Co. 
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Officers of the Florida Telephone Association (Standing, |. to r.): Ist Vice 
Pres., E. M. MENENDEZ, Tallahassee; Director, J. L. SHARIT, Port St. Joe; 
2nd Vice Pres. JOHN B. RENWICK, Tampa. Seated, |. to r.: Pres., FRED 
McGEHEE, Marianna; Sec.-Treas., Miss JOSEPHINE POPPLETON, Tampa. 


Officers of the Florida Telephone 
Association are: president, Fred S. 
McGehee, West Florida Telephone 
Co., Marianna; lst Vice President, 
E. M. Menendez, Southeastern Tele- 
phone Co., Tallahassee, 2nd Vice 
President, John B. Renwick, General 
Telephone Co. of Florida, Tampa, 





NEW OFFICERS of the Georgia Tele- 
phone Association are: (Seated, 1. to 
r.): E. R. BRITT of Metter, secretary 
and treasurer; C. J. MATHEWS of 
Statesboro, president. (Standing, I. to 
r.): GLENN BRYANT of Hinesville, 
second vice-president; and J. P. GLEA- 
TON of Tifton, first vice-president. 





and Secretary-Treasurer, Josephine 
Poppleton, General Telephone Co. of 
Florida, Tampa. 

Executive Committee members are 
Fred S. McGehee, Chairman; M. L. 
Barre, Jacksonville; Carl D. Brorein, 
Tampa; J. K. Galloway, Winter Park; 
J. N. Johnson, Ft. Myers; Josephine 
Poppleton, Tampa; J. L. Sharit, Port. 
St. Joe; Blair C. Stone, Tallahassee, 
and Max Wettstein, Ocala, Ex Of- 
ficio; Hugh C. Macfarlane, attorney. 

Members of the board of directors 
are M. L. Barre, Jacksonville; H. A. 
Bishop, Starke; P. E. Brannen, Ft. 
Myers; Carl D. Brorein, Tampa; 
Carl D. Brorein, Jr., Tampa; E. L. 
Cox, Perry; M. N. Drew, Quincy; 
B. A. Galloway, Winter Park; J. K. 
Galloway, Winter Park; J. N. John- 
son, Ft. Myers; Ralph Maner, (Rep- 
resenting Manufacturers), Tampa: 
Fred S. McGehee, Marianna; E. N. 
Menendez, ‘Tallahassee; Josephine 
Poppleton, Tampa; John B. Renwick, 
Tampa; J. L. Sharit, Port St. Joe; 
R. W. Shriner, Tampa; Blair C. 
Stone, Tallahassee; Max Wettstein. 
Ocala; Otto Wettstein, IIT, Live Oak; 
C. J. Yates, Jacksonville; and Hugh 
C. Macfarlane, Attorney. 
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C. W. & T. PBX Service Advisor instructs El Mirador oper- 
ators on how to operate the new PABX switchboard. 
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DOAK DAVIS (left), mgr. Palm Springs District, with 
RICHARD VEER, megr., El Mirador Hotel. 


industry NEWS briefs 





Hotel PABX Installation 
Completed In California 


THE FIRST hotel PABX sys- 
tem to be installed by an Independent 
telephone company went into opera- 
tion recently at the world-famous 
El Mirador, the oldest and largest 
hotel in Palm Springs, Calif. 

The new system, installed by Cali- 
fornia Water & Telephone Co., per- 
mits guests to call any room in the 
hotel by dialing the room number. 
Similarly, hotel services can be dialed 
according to instructions clearly 
marked on the dial plate of each tele- 
phone. Guests also can dial their 
own calls within the Palm Springs 
area without going through the ho- 
tel’s switchboard operator. 

Each of the El Mirador’s 200 rooms 
and cottages is equipped with the 
modern dial telephones. 208 dial tele- 
phones and 71 non-guest telephones 
were installed. It took a year to de- 
velop and assemble the special equip- 
ment needed to serve the hotel. In- 
stallation was made in 60 days. 

Business-wise, the $70,000 invest- 
ment in the new system will allow 


the hotel to reduce its operating costs 
by almost 50%. In addition, intangi- 


ble profits will undoubtedly be 
realized as a result of faster, im- 
proved service. 

The hotel dial system first came 
into consideration two years ago, 
when El Mirador management and 
California Water & Telephone Co. 
sales personnel and engineers dis- 
cussed possible means of expanding 
and improving the hotel’s telephone 
system in order to cope with the ever- 
increasing volume of calls. 

Analysis by telephone people in 
March, 1957, revealed nearly 10,000 
calls a week emanated from the ho- 
tel. Consequently, it was decided 
automatic dial service, although still 
in the experimental stage at that time, 
would be the most practical solution 
to the heavy traffic problem. 

Installation of the system was de- 
layed until this year because of the 
problem of metering, for billing pur- 
poses, outside calls made by guests. 
This problem ultimately was solved 
by developing and installing message 
registers which automatically record 
the number of local calls originating 


from each guest room. The meters are 
connected to the telephone circuit in 
such a manner that, when a called 
party answers, the meters are auto- 
matically operated. The system also 
prevents a caller from being charged 
for an incompleted call. 

Another vital part of the system is 
the digit restricter, which prevents 
any unmetered long distance calls 
from going through the direct dial 
system. Long distance calls, both in- 
coming and outgoing, are handled 
through the hotel’s switchboard op- 
erators. 

Upon checking out, a guest’s tele- 
phone bill, listing all local and long 
distance calls made, is immediately 
available. The message metering sys- 
tem has the added advantage of vast- 
ly simplifying the hotel’s accounting 
procedure because it reduces the local 
call listing to a single posting, thus 
saving time, personnel, paper work, 
recording and space. 

In addition to increased speed and 
convenience, the new dial system has 
helped overcome the problem of fluc- 
tuating occupancy and the consequent 
difficulty of maintaining an adequate 
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High strength alone is not enough 
to insure dependable performance in 
a telephone line wire. The wire also 
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/ in long-span construction. 

ag Crapo HTL-135 Telephone Line Wire 

1, | combines high tensile strength and high 

quality to make it the most reliable and economical 

— conductor available for rural subscriber lines. 

= | Time and time again, this rugged wire has proved 
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©6046 vdip % loads, severe temperature changes, vibration and 

shock damage. The reason is that Crapo HTL-135 

is tailored to do the job for which it is intended 

with sound engineering practice. 

For dependable long-span, low-cost rural lines, specify 

Crapo HTL-135, the wire with the built-in safety factor. 
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operating staff. The dial switching 
equipment will absorb increased calls 
without the need of additional oper- 
ators. In fact, the hotel management 
expects to reduce its staff of opera- 
tors from eight to five. 

Although similar PABX systems 
have been installed in other busi- 
nesses, the El] Mirador is only the 
third such establishment in the na- 
tion to provide automatic dialing for 
its guests. Earlier this year, a similar 
system was first installed in New 
York’s Waldorf-Astoria and later in 
Boston’s Sheraton-Plaza by Bell. 

California Water & Telephone Com- 
pany, 12th ranking Independent com- 
pany, is the first of the country’s In- 
dependent systems to make this in- 
stallation. The company provides tele- 
phone service throughout California’s 
desert resort area, as well as metro- 
politan and suburban portions of Los 
Angeles. At present, company-owned 
stations total almost 140,000 and the 
company’s total plant investment, in- 
cluding water facilities, is approxi- 
mately $90,000,000.— C. T. Pitts. 


General Tel. of Ohio 
Advances R. N. Cole 
FOUR organizational changes with- 
in the General Telephone Co. of 
Ohio have been announced by Clare 
E. Williams, company president. 
Richard N. Cole, general commer- 
cial manager, has been named admin- 
istrative assistant to the president. 
Cole started his telephone career in 
1936 with the Automatic Electric Co., 
Chicago, Ill., in the sales division. A 
native Chicagoan, he served the Wa- 
bash Telephone Co. and Illinois Tele- 
phone Co. until 1947 when he ac- 
cepted an appointment as general 
superintendent of Ohio Consolidated 
Telephone Co. From this position, he 
progressed to general manager which 
was followed by an appointment to 
vice president and general manager. 
In 1950, Cole was named presi- 
dent of Ohio Consolidated and re- 
mained in that capacity until the 
company became part of the General 
Telephone System. In 1957 he was 
named general commercial manager 
for General of Ohio and Ohio Con- 
solidated. 
Marvin R. Johnston, general com- 









THE NEW MINIATURIZED 
WILKINSON LINE LOCATOR 
MODEL W-3 


This radically new, powerful transistorized lo- 
cating instrument weighs only 4 pounds and 
is 4 as large as old type pipe locators. 


It’s as handy as a flash light. The transistors 
rarely, if ever, require replacement; non-leak 
mercury cells outlast old type batteries at least 
ten times. The instrument cases are molded 


glass fibre. The aluminum connecting handle ...THE ONLY SELF-FUSING 
telescopes to 17 inches, and the entire instru- 
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mercial engineer, will succeed Cole 
as general commercial manager of 



























the company. Johnston was named 
commercial engineer since December, 
W ih T N F y 5 LA A BE 1951. He started his career in the 
vania. 
Richard C. Stearnes, former divi- 
Ohio Consolidated Telephone Co. He 
has served General of Ohio as com- 
mercial superintendent since Novem- 
ber, 1956. 
cial manager — Marion district, has 
been appointed division commercial 
INSTALL -. . the telephone business in Marion in 
1948 with General Telephone Co. of 


senior traffic engineer in 1950, and 
telephone business in 1940 with the 
PARALLEL 
sion commercial superintendent — 
In the other organizational change, 
superintendent of the central division, 
Ohio. He has been employed in his 


has held the responsibility of general 
General Telephone Co. of Pennsyl- 
central division, became general com- 
mercial engineer. Stearnes began his 
telephone career in 1945 with the 
Howard E. Conely, district commer- 
fee} fey ile-va ice) succeeding Stearnes. Conely entered 
present position since May, 1958. 










Management Conference Held 
By L. M. Berry & Co. 

THE LARGEST Management Con- 
ference ever held by L. M. Berry & 
Co., was recently conducted in Day- 
ton, Ohio, when 47 territory man- 
agers, division managers, division 







A minimum of labor is involved in installing WB 
Parallel Distribution Wire. It is ideally suited 
for long span construction. The high molecular 
weight polyethylene jacket is unaffected by 
adverse atmospheric conditions and also 
protects against transmission interference 
caused by tree branches, kite strings and other 
foreign objects falling across open wires. 


WB Parallel Distribution Wire is made to the 
same high standards of quality that have 
maintained Whitney Blake leadership in the 
Independent Telephone Industry. 


A 









supervisors, general office person- 
nel and general sales staff members 
laid plans to stimulate directory rev- 
enue and provide better service for 
the firm’s more than 275 Indepen- 
dent and Bell telephone company 
customers. 









John W. Berry, general sales man- 
ager, opened the annual meeting by 
introducing the new theme, “For Re- 
sults To Count in ’59, Get Them On 
The Bottom Line.” He explained that 
this slogan was chosen to focus atten- 
tion on the bottom lines of sales con- 
tracts and progress reports, where 
good results will show up prominent- 
ly in the coming year. 

W. L. Wolcott, personnel and train- 
ing director, discussed the sales per- 
sonnel picture and introduced and 
explained a Procurement and Employ- 






















WHITNEY BLAKE COMPANY 










Continued on page 90 
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WASHINGTON 
1625 Eye Street, N.W. 


ALLEN KANDER | 23" 





TUDOR rong YAGER 






TELEPHONE CONSTRUCTION 
TIPTON, INDIANA 
Phone OSborne 5-2267 














CARL C. CRANE, INC. 


























e 60 East 42nd Street = a 
AND (0 MP ANY Murray Hill 7-4242 Consulting Engineers 
CHICAGO 2702 Monroe Street, Madison 5, Wis. 
35 East Wacker Drive Telephone CEDAR 3-4210 
NEGOTIATORS FOR THE PURCHASE, SALE RAnd olph 6-6760 P 
AND FINANCING OF INDEPENDENT DENVER 
TELEPHONE COMPANIES 1700 Broadway 


AComa 2-3623 


CONSULTING ENGINEER 
APPRAISALS—COST—PLANT 


FOR MAIL BOX 215, RED BANK, N. J. 









TELEPHONE DIRECTORIES 


Complete Service — ad sales, planning 
and compiling Higher Revenue. 


SLOAN, COOK & LOWE 
CONSULTING ENGINEERS 
SUITE 1344 120 South La Salle Street 
CHICAGO 










McGRATH 
ENGINEERING, INC. 
Consulting Engineers 


209 West 6th Street 
TOPEKA, KANSAS 


Telephone CEntral 2-2358 


SUTTLE | ie | 





DIRECTORY COMPANY 


Lawrenceville, Ill. Phone: 782-3 


Appraisals—Original Cost Studies 
Investigations 






Depreciation, Financial, and Other 











= 
JAY 6. MITCHELL 











| Construction Crews Station Installers INSPECTION SERVICE 
‘ i P “AT TIMBER TREATING PLANTS” 
Central Office Installations 00 asi aniaemen anh ohdeementne DIAL REBUILDING 








Cable Splicers Complete Engineering treatments. Analysis of wood preservatives 


onsultation and specification writing. 
HENKELS & McCOY | || * ™ mitians nerection’co. ic. ||| Telephone Repair & Supply Co. 


. New York  $t. Louis Portland 
6100 N. 20th Street Philadelphia, Pa. Inspectors stationed throughout the U.S.A. 1760 W. Lunt Avenue, Chicago 26, Il. 
Now Operating in 30 States 


Reach The Top! 


Your card in the “Profession- “Professional” advertisers al- 
al Services” Department of most invariably report 
“Telephone Engineer & prompt and satisfactory re- 
Management” will bring sults. 

your services to the atten- BE CONVINCED — 
tion of the men who specify send your advertisement 
and order the services, equip- TODAY! 
























PERFORMANCE Has Built Our Business 
























Communication Systems, Electric Transmis- 
sion and Distribution Systems 
ASSOCIATED ENGINEERS, INC. 
CONSULTING ENGINEERS 
1127 Alderson Ave. 

Billings, Montana 
TEL. 2-4113 














ment, materials and supplies 


needed by TELEPHONE ENGINEER 
4,273 Telephone Companies and MANAGEMENT 


POLES * CROSSARMS 
RAIL or TRUCK DELIVERY 


Pressure-treated to your specifications. 16 sales 
offices, 34 plants serving you. See Yellow Pages, 
























| write or call Pittsburgh EXpress 1-3300. : 21,439 Central Offices 7720 N. Sheridan Rd. 
KOPPERS COMPANY, INC. 
Wood Preserving Division 





17,770 Exchanges Chicago 26, Ill. 





Ml 777 Koppers Bldg., Pittsburgh 19, Pa. 
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CONFEREES — First row (I. to r.): W. J. McGIRL, 
Southern Sales Mgr.; H. F. SCOTT, Mid-Western Terri- 
tory Megr.; J. P. WHITE, Southern Mgr.; JOHN W. 
BERRY, General Sales Mgr.; LOREN M. BERRY; W. A. 
STEUER, General Mgr.; F. L. HAWKER, Eastern Mgr.; 
J. W. CRAIG, JR., General Sales Sup’r.; W. L. WOLCOTT, 
Personnel and Training Director; J. P. FRAIM, Executive 
Assistant. 

Second row (I. to r.): T. A. CALHOUN, Special Rep- 
resentative; S. H. RAINEY, General Training Mgr.; J. E. 
WHALEN, Wisconsin Division Administrative Mgr.; M. F. 
FEENEY, Louisiana Division Sales Mgr.; H. L. BOEBEL, 
Mississippi Division Mgr.; J. D. BRISTOW, Mid-Western 
Division Sup’r.; N. E. ROBINSON, Ohio Division Mgr.; 
E. W. BEANEY, New York Division Sup’r.; L. G. LAUGH- 
LIN, Mid-Eastern Division Sales Sup’r.; J. D. BECKHAM, 
So. Personnel Mer.; P. ENGLE, General Art Director. 

Third row (I. to r.): R. E. SHEARER, General Sales 
Assistant; C. W. PEASLEY, Wisconsin Division Sales Mgr.- 
State; S. E. PHILLIPS, Mid-Western Territory Staff As- 


ment Practice and Guide, which will 
be used by division managers as a 
reference in securing qualified sales 
personnel. 
SH. 
manager, discussed initial sales train- 
ing from the aspect of field coordina- 
tion and follow-through. R. W. Brun- _ be 


aids. 


Rainey, general training 


dige, sales promotion manager, dis- 
cussed new, revised, and proposed 


sales aids, and introduced various 


made recommendations as to how the 
planning of accounts can be im- 
proved in 1959. 

R. E. Shearer, general sales assis- 
tant, spoke on canvass and specialized 
account planning, and gave examples 
of how classification material can 
used in creating effective sales 


Personnel and Training Director 


Wolcott began the third day of talks 





sistant; R. J. BURKE, General Art Supervisor; W. R. 
CALHOON, Auditor; J. W. EGNOR, Sales Promotion 
Supervisor; C. A. SMITH, Tennessee Division Mgr.; H. C. 
EVANS, Mid-Western Division Mgr.; J. J. MULLIN, 
Personnel Methods Sup’r.; R. W. BRUNDIGE, Sales Pro- 
motion Megr.; B. D. ADDINGTON, Mid-Eastern Division 
Mgr. 

Fourth row (lI. to r.): J. C. GRIMES, Ohio Division 
Sup’r.; J. L. BOWLING, Florida Division Sup’r.; R. A. 
MANER, Florida Division Mgr.; R. W. ALEFF, Wiscon- 
sin Division Sales Mgr. — Milwaukee; A. W. DERBINS, 
Shreveport Division Sales Mgr.; L. E. HURRELBRINK, 
Alabama Division Sup’r.; R. H. ESHELMAN, Louisiana 
Division Mger.; W. C. WELCH, Kentucky Division Mgr.; R. 
T. DAVIS, Pennsylvania Division Mgr.; J. B. BOWEN, Ala- 
bama Division Mgr.; J. W. NAGEL, New York Division 
Mer.; K. R. JEFFERS, Western Division Megr.; E. F. 
TINNERMAN, Wisconsin Division Mgr.; W. C. FISH, Gen- 
eral Sales Training Sup’r.; H. C. HULL, Statistician; J. M. 
BAYLEY, Eastern Sales Mer. 


lighting this talk was the announce- 
ment of a new Supervisors Contest, 
which will enable supervisors to com- 
pete for honors and prizes on the 
basis of canvass results. He also an- 
nounced that several vacation trips 
are being offered this year in the 
sales contest, in addition to the usual 
merchandise prizes offered for out- 
standing sales achievement. 


J. J. Mullin, personnel methods su- 





classification filing systems under by 


consideration for aiding sales per- 
sonnel in planning accounts more ef- 
fectively and efficiently. 

The second day of the meeting was 
opened by Phil Engle, general art 
director, who discussed the use and 
results of specially prepared spec 
copy which is being supplied to sales 
personnel by the general art depart- 
ment. 

J. W. Craig, Jr., general sales sup- 
ervisor, presented a discussion on 
Emphasizing 


salesmen’s _ planning. 


completeness and thoroughness, he 


90 








introducing the selection pro- 
cedure of trainees for management 
positions. 

R. J. Burke, general art supervisor, 
pointed out significant sales factors 
brought to light in a continuing art 
production study. General Sales Su- 
pervisor Craig then presented “Su- 
pervision and Attitude in °58,” in 
which he stressed management and 
supervisory responsibilities that must 
be met in the coming year. 

Sales Promotion Manager Brun- 
dige, unveiled the company’s sales 
incentive program for 1959. High- 
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pervisor, opened the final day of the 
conclave by discussing “The Office 
Manager’s Job” from the viewpoints 
of building the work team, admin- 
istration, and production. He com- 
pared clerical performance of 1958 
to 1957, and detailed office projects 
and objectives for 1959. General 
Training Manager Rainey followed 
with a talk on the problems involved 
in the evaluation of sales applicants, 
and made suggestions for improve- 
ment of evaluation teachniques. 
Delivering the final address of the 


Concluded on page 94 








JAMES R. GLENN has recently 
been appointed to the position 
of assistant secretary of Superior 


Cable Corp., Hickory, N. C. 


HOMER P. ROELLE, JR., has 
joined Superior Cable Corp. as 
a sales representative. His ter- 
ritory will include states of Ohio, 
Pennsylvania and western New 


York. 


JOHN W. GUILFOYLE has been 
elected executive vice president 
of Federal Electric Corp., serv- 
ice organization of International 
Tel. & Tel. Corp. In his new 
position, Guilfoyle will be re- 
sponsible for the direction, co- 
ordination and administration of 
the company’s operations, which 
include maintenance and opera- 
tion of the Distant Early Warn- 
ing (DEW) Line, the White 
Alice Alaskan communications 
system and other projects. 


FRANK J. BABKA has been ap- 
pointed Midwest Manager of Se- 
quoia Wire & Cable Co., manu- 
faturers of wire, custom cables 
and electronic equipment. Bab- 
ka will headquarter at Sequoia’s 
new Midwest offices in St. Louis, 
Mo. Babka brings to his new 
position, he will manage the 
ence inluding business associa- 
tions with a New England instru- 
mentation manufacturing con- 
cern and Southwestern Bell Tele- 
phone Co., and a tour of duty 
as Communications Officer in 
the U. S. Air Force. 


DEAN C. OMANS has been ap- 
pointed field sales representative 
for the Whitney Blake Co., New 
Haven, Conn., wire and cable 
manufacturer. Omans succeeds J. 
L. Hodges in the territory which 
includes Minnesota, North and 
South Dakota, Western Wiscon- 
sin and Eastern Montana. Hodges 
has been transferred to Kansas 
City. Omans formerly sold Whit- 
ney Blake products when repre- 
senting the North Electric Co., 
Galion, Ohio. 


ROY R. MARLOWE has been 
appointed manager of the newly 
re-alligned eastern regional of- 
fice of Kellogg Switchboard and 
Supply Co. Marlowe will direct 
Kellogg sales activities in 10 
eastern states from the new reg- 
ional office and warehouse in 
Syracuse, N.Y. A Kellogg em- 
ploye since 1953, Marlowe was 
field representative in New York 
State and later advanced to divi- 
sion sales manager. He was prev- 
iously employed by Oberdorfer, 
Syracuse, N. Y., as contact engi- 
neer and assistant to the pres. 
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HELP WANTED 


EQUIPMENT INSTALLERS — Experi- 
enced men with references. Steady work 
with a reliable, fast growing Corporation 
who needs good men. Top wages, ex- 
penses, and good benefits. Reply to: T-.E.I. 
Corp., 12 East 10th Street, Erie, Pennsyl- 
vania. 


SUPERVISORS — Outside plant construc- 
tion supervisors and staking foremen, lo- 
cation Wisconsin. REA telephone experi- 
ence required. Write to Carl C, Crane, 
Inc., 2702 Monroe Street, Madison 5, Wis. 


CABLE SPLICERS. Station Installers, 
equipment Installers. Linemen, spa 
enced men needed. Steady work, good pa 
Henkels & McCoy, 1800 Johnson Deees 
Elkhart, Indiana, or 6100 N. 20th St., 
Philadelphia, Pa. 

MANAGER WANTED — For rural dial 
telephone system, located in Hamilton 
County, Illinois. Administrative ability to 
achieve and maintain efficient operations. 
Technical, plant and commercial knowl- 
edge and experience desired. Write — 
Francis W. Kittinger, Cocrdinator, Ham- 
ilton County Telephone Co-op, McLeans- 
boro, Illinois, 

TRAFFIC MANAGEMENT — Man with 
good Traffic background wanted for Traf- 
fic Management position with fast grow- 
ing, Class ‘A’ Florida Independent Com- 
pany. Address all inquiries to Box 43, cso 
Telephone Engineer & Management. 


ACCOUNTANT — Independent Tele- 
phone company of approximately 5,000 
stations, located in North Carolina. Salary 
commensurate with ability. State experi- 
ence, salary expected, and availability; 
c/o 





references required. Reply Box 44, 
Telephone Engineer & Management. 








WANTED: Well qualified cable 
splicers and helpers. Write: 
Neale Construction Company, 
3100 Topeka Ave., Topeka, Kan. 





26 FOR SALE 










LOUD RINGING 
EXTENSION BELLS 
With 6-inch gongs & non-magnetic 
aluminum cases 










Available in straight line & all 
frequency ringing 
SPECIAL RESISTANCE QUOTED 
ON REQUEST 
TELEPHONE REPAIR & 
SUPPLY CO. 


1760 W. Lunt Ave. RO 4-3817-8 
Chicago 26, Ill. 


——— wil 


| \LLER Repa, wi 
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SITUATION WANTED 


SALES ENGINEER — Thoroughly familiar 
with West Coast Independents and Alaska. 
Married, age 49, college education, seven 
years with Automatic Electric, also six 
years recent experience Labor Relations. 
Immediately available. Will relocate. Ex- 
cellent references. Write Box 45, c/o Tele- 
phone Engineer & Management. 


TEST DESKMAN, splicer, PBX and cable 
maintenance repairman. Some college (per- 
sonnel and labor relations, business ad- 
ministration). Thirty-five years of age. De- 
sirous of placement with future. Does not 
care for extensive travel. Write Box 46, 
c/o Telephone Engineer & Management. 


FOR SALE 


SWITCHBOARD — North _ Electric 
MCXR1000, Serial No. 200G Switchboard; 
used 4 years, 400 lines, 11 links per group, 
3 PBX groups, 10 pay station lines, 5 out- 
going and 4 incoming FS trunks, 9 two- 
way toll trunks. Also, a North five fre- 
quency ringing machine. Available im- 
mediately. Can be seen any time at Home 
Telephone Company, Simpsonville, South 
Carolina, R. D. Coker, Mgr., Tel. No. 
WO 3-4400. 


SWITCHBOARD — Used 2-position non- 
multiple Kellogg 400 CB, 30 magneto 
lines plus trunks, pay stations, loop dial 
— 30 Universal cord circuits — MDF — 
Power equépment complete. Available 
now. Berryville Telephone Company, 


Berryville, Kansas. 








1250 Kinnear Rd. 
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STROMBERG CARLSON 
KEY SENDER & TRUNK CKT. EQUIP. 


(Excellent As Removed From Service) 


Fagor MR DB-45600 B-6318 


ieciick eta B-42450 (10 Ckts) 
Trunk Ckt. Comb. Line & Rec. ..B-40980 (30 ckts.) 


titieiademiad B-40960 (24 ckts.) 


epieuienieneed B-40940 (20 ckts.) 
Portas ae #B-41040 (20 ckts.) 


Toll Line Ckt. Comb. Dial & R.D. B-40940 (20 ckts.) 
Trunk Ckt. Comb. Line & Rec. ....B-40980 (40 ckts.) 


BUCKEYE TELEPHONE & SUPPLY CO. 


HU 8-0655 


Bay #1 Key Sender Ckt. ........... 
Bay #2 For 12 pos. ....... 
Bay #3 Trunk Ckt. Toll Train _.......... 
Trunk Ckf. ............. 
Trunk Ckt. Inter-Pos. 
Bay #4 Toll Line Ckt. ...... 
Toll Line Ckt. Comb. Dial & 
Ringdown ...... 
Line Ckt. Toll Term. 
Bay #5 
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MAGNETO TELEPHONES — Leich 901 
wall or desk magneto telephones. Cleaned, 
tested and guaranteed, $16.50 each. As re. 
moved from service, $15.00 each, Turtle 
Lake Tel. Co., Turtle Lake, Wisc. 


NORTH CX-200 — Excellent, complete 
need instead two CX-60 or CX-100. Trade 
buy or sell. Mogollon Mountains Tel. Co. 
5 Crestway, Silver City, N. M. Phone 1071 


TOOL-GRIPS — Elastic Vinyl Plastic slip 
on pliers etc. Insulates, cushions. Tria! 
order for 1 pair Sm, 2 Med, 1 Lg. $1.00 
Prepaid. Mail now to Modern Product: 
Co., P. O. Box 2262, Gardner Station, St. 
Louis 9, Mo. 


DIAL BOARD — Leich relay dial board — 
Just removed from service. Good condi 
tion — 200 lines, 170 equipped — Four 
digit dialing $5,000.00. Also Burroughs 
billing machine, excellent condition 
$400.00. Sunflower Telephone Company, 
Robert A. Ervin Jr., Mgr., Box 351, Dodge 
City, Kansas. 


C.O. EQUIPMENT — One North Electric 
MCXR 200 lines dial equipment 2-5 num 
bering, chargers, ringing machine, 6 toll 
trunks, 20 links. Board used for 3 years 
in excellent condition. This is a complete 
CO minus batteries and main frame. For 
further information contact Frank R. 
Ritchie, Western Carolina Telephone & 
Telegraph Company, Matthews, N. C. 
Victoria 7-1511. 














Print #B-45610 B-6088 


B-45100 (36 Ckts.) 


ae B-41080 (10 ckts.) 





Columbus 21, Ohio 
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60 AP Selectors, new A-] _....__.... $35.00 
162C Selector Set, new A-1 ........ en ee 
62B Selector Set, new A-1 .......... 40.00 
61A Selector Keys, new A-1 ......... 15.00 
EER ie SS ca Scans nan tan __ 2.00 
560 Sounders, Main-line, 150 ohm .. 2.50 
1-F Switchboards, Fahnstock -......... 2.50 
BD 100 Switchboards, North, with 
a a een ONT REO 2S 99.00 
(parts for BD 100) all new 
Polar Relays, W.E. 209 FC .......... . 750 
Polar Relays, W.E. 209 FG .............. 15.00 
Polar Relays, W.E. 255 __............ - 10.00 
POWER SUPPLIES 
po Me a | PRE 2c 35.00 
OO Fees on . 50.00 
ba. ISTE... ee 
130 VDC, 3 amp, W.E. ............... 50.00 
(2 in 23” cabinet rack) -.............. 150.00 
48 Volt, 3 amp, WE, reg tube ........ 75.00 
48 Volt, 8 amp, WE, reg tube 100.00 
48 Volt, 2 amp, Lorain, selin __...... 90.00 
24 Volt, 1 amp, Rectifilter ........... 50.00 
24 Volt, 3 amp, Rectifilter .......... 100.00 
24 Volt, 6 amp, Rectifilter .............. 175.00 
24 Volt, 3 amp, Recticharger .......... 100.00 
24 Volt, 3 amp, G.E. cpr-oxide ...... 50.00 
12 Volt, 1 amp, Selinium, fil _..... 20.00 
SUBCYCLES, Lorain 
7.5 watt, Model M ........ 35.00 


15-20 watt, Model § ................. 40.00 

20 watt, Model B ........................ 

VF Ringers, W.E. EEIOIA ........ 
(2 channel) 


Repeating Coils (new) 


W.E. 70A ring-thru ............ $ 5.00 
77A (substitute) C-161 3.50 
76A (two coils) 1:1 rat. 5.00 
75A (better matched) 6.00 
91A (double coil) .... 10.00 
GA, 8 2S =... 12.50 
70A ring-thru _.......... 5.00 
27A non-ring-thru ... 3.00 
25A two of above ... 5.00 


94E non-ring-thru _.. 2.50 
MUI csssnaccakeheicetacgena!s 3.50 
ratio 5.00 
| FEROS REE DA SO Ot 5.00 
Yang, Ca, © & .........: 5.00 
Retard coils, 149E D __.......... 3.00 


(many other W.E. coils) 


Carrier-Telegraph-RR Equipment (all new) 


CARRIER TERMINALS 


TTH 1/TC (speech plus duplex) __$100.00 
12 channel W.E. X61822A (per 3) 400.00 
(3 channels per cabinet) Teleg. 

40A-1, Carrier Teleg. (write) 

42 B-1, Carrier Teleg. 6 channel __ 500.00 


UN-S, Nevy ..................._...__ 50.00 
Repeaters 
COR ORR si cen 100.00 
1P-14 VF, portable ...._... 150.00 
FILTERS—Carrier 


Low-pass, high-pass, band-pass filters 


RACKS, equipment 
19” 7’, self-supporting open, W.E. 35.00 
23” 7’, self-supporting, open, W.E. 37.50 
19” 7’, cabinet (2 door) W.E. ........ 50.00 
23” 7’, cabinet (2 door) W.E. ........ 60.00 
-" others all sizes) 


EST EQUIPMENT 


160A Carrier Teleg. W.E. (used) .... 100.00 
51A oscillator, W.E. (C carrier) _..... 100.00 
32A Trans. Meas. W.E. (C carrier).. 150.00 


12A Trans. Meas. W.E. VF .............. 100.00 
13A Trans. Meas. W.E. VF __........ 150.00 
5A Attenuator W.E. ........... 37.50 


62A Test Set, cable splicers, W.E... 7.50 
(also test cords & plugs) 
EE8 Army Field Telephones, new ..30.00 


et cai osha cic ceive 20.00 
EE 60 Wire Chiefs Test Set ............ 25.00 
Reconditioned .................. Sa Ie 15.00 
Ohm Meters, pocket, 
Weston-low ohm __.................... 15.00 
TELEPHONES 


(completely reconditioned) 


Western Electric #302 with 
F-1 handset, 5-H dial. 
Ringers: St. line, Synchro- 
monic 16, 30, 42, 54, 66 
cycle — Ready for service 
—immediate delivery ...... $12.50 
#302, as above, equipped 
with F-4 handset with T-1 
transmitter — U-1 receiver 


(BOD: Wye) incites $15.00 
#302, as above, but blanked 
Son: ee $10.00 


A.E. type 40, St. line, 16, 30, 
42, 54, 66 cycle ringers, 
with #24 or later type dial 
(fully reconditioned) ........ $12.50 
(coiled handset cords, 
add 50 cents) 


(thousands of other items in our stock) 


shipped on approval — fully guaranteed 


Telectric Co. 


1218 VENICE BOULEVARD 


LOS ANGELES 6, CALIFORNIA 


Richmond 8-2249 














FOR SALE 


TELEPHONE. EQUIP. — | Channel 4B, 
1 5B, and | 6B Panhandle carriers com- 
plete. Also, | 2 channel pole mount hous- 
ing. Spare units, for carriers: 1 transmit- 
ter, 1 receiver, 1 SC signal, and 2 SS sig- 
nal units, 1 high pass filter, 1 low pass 
filter, 19 Fl bridging filters. All at 4% ori- 
ginal price. Also, 1 channel 5A Kellogg 
carrier complete with spare tubes at 
$300.00, used 3 years. Original cost 
$2,000.00. Potosi Telephone Co., 105 N. 
Mine St., Potosi, Mo. 


1 — NORTH ELECTRIC, 300 line CX 
dial switchboard, equipped with 26 links, 
wired for 28 links, 8 automatic to manual 
CX toll trunks, 4 EAS dial to dial trunks, 
5 semi-postpay paystation lines, decimonic 
ringing, intertoll dialing. MDF (Cook) 
batteries. Available immediately. This 
board convertable to a 200 line or 100 
line separately if desired. For quick sale 
price of $800.00. Gray-Hiaddock Tel, Co., 
Inc., A. L. Lineberger, Mgr., Phone 
YU-3101, Gray, Ga. 


SUBZERO TEMPERATURE GRADE — 
Ferrett Waterless Hand Cleaner. Tested 
for telephone company use. Usable right 
outdoors to 40 degrees below zero. Handy 
size for tool kits. Samples and informa- 
tion. Donner & Company, 135 Henry Ave., 
Winnipeg 2, Manitoba, Canada. 


OLD WALL TELEPHONES — Desk 
stand telephones (candlesticks). Leich 901 
and Leich C.B. phones. Highest market 
prices. Turtle Lake Telephone Co., Turtle 
Lake, Wisconsin. 








DECALS 


Made for trucks and equipment 
Small or large quantities 


Write for free catalog. 


MATHEWS COMPANY 


827 S. Harvey Oak Park, Ill. 


NOTICE 


Correspondence to all blind 
box numbers that appear 
without any address should 
be mailed to Box No. 

c/o TELEPHONE ENGINEER & 
MANAGEMENT, 7720 North 
Sheridan Road, Chicago 26, 

Illinois. 





USE TELEPHONE ENGINEER 
AND MANAGEMENT'S 
CLEARING HOUSE 


To locate workers—jobs— 


merchandise. 


A small ad covers the field. 
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ADVERTISING, DIRECTORIES — General 
Telephone Directory Co., 1800 Oak- 
ton Street, Des Plaines, Ill. 


BELTS — CLIMBERS — COMPLETE LINE- 
MEN’S EQUIPMENT, W. M. Bashlin 
Co., Bashlin Bidg., Grove City 1, Pa. 


BOOTHS — Acoustic Telephones — 
Sherron Metallic Corp., 1202 Flush- 
ing Ave., Brooklyn 6, N. Y. 


BORING MACHINES, EARTH — High- 
| way Trailer Co., Edgerton, Wisc. 


CORDS, Switchboard (with or without 
plugs), Instrument (straight and re- 
tractable in eleven colors. — Com- 
mercial Cord Co., Inc., 26 Main St., 
Clifton Springs, N. Y. 





CORDS, Switchboard & Telephone — 
Runzel Cord & Wire Co., 4727-31 
Montrose Ave., Chicago 41, Ill. 





POLES, Creosote & Creosote Penta- / 


Treated, Southern Yellow Pine — 
Piedmont Wood Preserving Co., 
P.O. Box 700, Augusta, Georgia. 


POLES, Southern Yellow Pine — Taylor 
Colquitt Company, 217 E. Main Sr., 
Spartanburgh, S. C. 


POLES, Southern Yellow Pine — Texas 
Creosoting Co., Orange, Texas. 





PROTECTIVE EQUIPMENT — Reliable 
Electric Company, 11333 Addison St., 


Franklin Park, Ill. | 


TELEPHONE EQUIPMENT AND SUP- 
PLIES — Telephone Repair & Supply 
Company, 1760 Lunt Avenue, Chi- 
cago 26, Ill. 


WIRE, Insulated — DATED DROP WIRE 
— Neoprene or Weatherproof — 
Alphaduct Wire & Cable Co., New 
Brunswick, N. J. 








WIRE, Insulated Drop and Bronze or 
Copperweld — Acorn Insulated Wire 


Co., Inc., 36 Freeman St., Paw- 


tucket, R. I. 








(Concluded from page 90) 


Conference, General Sales Manager 
Berry detailed the role of manage- 
ment in the future development of 
the company, and placed emphasis on 
the areas of improvement in all 
phases of company operations which 
will be required to secure the ob- 
jectives set forth for the coming year. 

This meeting will be followed by 
conferences in each of L. M. Berry 
and Company’s 13 Divisions, where 
the plans and objectives formulated 
in Dayton for 1959 will be presented 
to supervisory personnel. 


Kenner Elected President 
Of Ansonia Wire & Cable 

FREDERICK KENNER has been 
elected president of The Ansonia 
Wire & Cable Company, Ashton, R.I., 
succeeding J. S. Chafee. 

A long time resident of Southern 
New England, Kenner is a graduate 
of The University of Rhode Island, 
Class of 1937, where he majored in 
chemistry. 

During his business career, Kenner 
has been closely associated with the 
wire and cable industry. In 1937 he 
founded The R. I. Insulated Wire Co. 
and became its president. Following 
duty as a naval officer in World War 
Il with the Office of Naval Inspec- 
tion at Detroit, Mich. and Toledo, 
Ohio, Kenner returned to The Rhode 
Island Insulated Wire Co. 


Hultberg Heads Kellogg’s 
Electronic Products Div. 

RICHARD M. HULTBERG has 
been appointed manager of the Elec- 
tronic Products Division of Kellogg 
Switchboard & Supply Co., Chicago. 
He succeeds Ben E. Swanson, newly- 
appointed director of the new systems 
engineering organization. 

Hultberg was employed by Kellogg 
in July, 1950, as a project engineer 
and subsequently served as supervisor 
of military electronic equipment, su- 
pervisor of the military projects sec- 
tion and manager of the electronic 
engineering department. 


R. D. Spencer Joins 
Inland Testing Lab’s. 
ROBERT D. SPENCER has been 


named director of sales engineering 
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R. D. SPENCER 


for the Inland Testing Laboratories 
Division of Cook Electric Co. 

Previous to joining Inland Testing 
Laboratories, Spencer was associated 
with such firms as McDonnell Air- 
craft Corp., Vultee Aircraft, Curtiss- 
Wright Corp., General Tire & Rubber 
Co., and the Civil Aeronautics Ad- 
ministration. 

Spencer is a member of the Insti- 
tute of Aeronautical Sciences and is 
listed as inventor of a number of de- 
vices and systems including Spencer 
Angle of Attack System. 


Exide Appoints T. E. Peacock 
New Marketing Manager 

THOMAS E. Peacock, former man- 
ager of market research, has been 
appointed to the newly created posi- 
tion of marketing manager at Exide 
Industrial Division of The Electric 
Storage Battery Co. 

He now is responsible to the gen- 
eral sales and marketing manager for 
advertising, sales promotion, market 
research, service engineering, and for 
supervision of the motive power, 
marine, electric utility and railway 
markets, and also has over-all re- 
sponsibility for charging equipment 
sales in all markets. 

Joining Exide in 1955, Peacock 
previously was with the Lavenson 
Bureau of Advertising, Inc. From 
1947 to 1952, he headed his own 
market research firm in Los Angeles. 
Earlier, he was associated with Opin- 
ion Research Corporation, Princeton, 


N. J. 
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a new communications center! 


“We really enjoy using your tele- 
phones . . .” was one subscriber’s 
comment at the recent introduction 
of XY Dial and Toll Ticketing at 
Manassas. A motel owner, her spon- 
taneous comment came while a Strom- 
berg-Carlson representative registered 
at the desk. 

It’s no wonder that her remark is 
typical of the acceptance and en- 
thusiasm subscribers display in this 











HAY MARKET 
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WASHINGTON 


new communications center. Manas- 
sas, nucleus of operations for the 
Central Mutual Telephone Company, 
has been molded into its important 
function through the practical plan- 
ning of F. D. Vetter, general man- 
ager. His skillful application of 
Stromberg-Carlson equipment has 
brought maximum benefit to the com- 
pany while providing quality service. 


The 2050-line XY Dial exchange, 





including the Type 40 LID Toll Tick- 
eting System, has placed more than 
38 million telephones at his subscrib- 
ers’ fingertips. 

Five channels each of 501 Carrier 
and of 561 Subscriber Carrier have 
found their particular functions use- 
ful in providing the kind of service 
in the company’s operating area that 
has prompted such favorable com- 
ments from subscribers. 
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President Dials 8.. 


A new building, cutover to XY Dial, 
and — soon — Direct Distance Dial- 
ing certainly spell progress and up-to- 
the-minute service for subscribers of 
the San Joaquin Telephone Company. 
The modernization program was fi- 
nanced by the Stromberg-Carlson 
Credit Corporation, and was started 
in December, 1957, with the opening 
of new quarters and conversion to 
XY Dial. 


This was only the beginning, for 


It's alive! — Mr. and Mrs. 
Talbot Kendall shake hands 
on a successful switchover 
to the dial system in Man- 
teca. Mrs. Kendall is pres- 
ident of the San Joaquin 
Telephone Co. Mr. Kendall 
is a broker with a finance 
concern in Stockton. 


a 


even before the XY Dial Equipment 
installation was completed, Mrs. Sallie 
Kendall, telephone company presi- 
dent, announced plans were already 
being made to bring DDD to Man- 
teca, California. Toll Ticketing Equip- 
ment that will make Manteca a part 
of nationwide Direct Distance Dial 
system is now being installed, and 
cutover is planned for March 17, 
1959. 


An interesting sidelight to the dial 


Bob Mallon, plant supervisor, explains 
the function of each powerboard panel 
to Mr. C. M. Hansen, former Mayor of 
Manteca, California; Mrs. Talbot Ken- 
dall, company pres.; and Mr. John 
Rosson, vice pres. and general ‘mgr. 


Modern building and modern services go hand 
in hand. New headquarters for the San Joa- 
quin Telephone Company, Manteca, California 


conversion story is the selection of 
TAlbot as a dial office code prefix 
for one of the exchange areas. TAlbot 
happens to be the first name of Mr. 
Kendall, husband of Mrs. Sallie Ken- 
dall. The selection of a prefix name 
involves two principal qualifications. 
The first is that the first two letters 
of the name and the first number 
must represent a combination of 
digits on the telephone dial that is 
different from all other such com- 


One more pose for this memorable occasion. 
Pictured from left to right are Bob Mallon, 
plant supervisor; Ken Johnson, Stromberg- 
Carlson sales supervisor; Dan Monahan, Strom- 
berg-Carlson sales representative; John Ros- 
son, vice president and general manager; Mrs. 
Talbot Kendall, company president; Mr. Talbot 
Kendall; Mrs. John Rosson, daughter of the 
Kendalls; Fred McGrady, Stromberg-Carlson 
sales engineer; and James McLean of the Pa- 
cific Telephone and Telegraph Company. 
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Behind every installation comes weeks of 
painstaking wiring, soldering and cable lay- 
ing. Installation crew brings in cable at the 
grading panel (top photo) while wiring is 
being completed at the line finder panel 
(bottom photo). 


binations in the region. The second 
qualification is that the name must 
be easily pronounced, for of course 
many telephone users in all regions 
still are served by operators to whom 
the word must be spoken. Several 
possible names beginning with TA 
were considered, but only one seemed 
to stand out. In selecting her choice, 
you could almost hear Mrs. Kendall 
say, “ ‘Talbot’ is easy to say. After 
all, it’s been part of my vocabulary 
for many years ... I might even call 
him ‘8... 2’ once in a while.” 
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Where can | find 
corn for popping? 


Supermarkets are surely becoming 
one-stop shopping centers. Many of 
these mammoth stores are handling 
— along with normal food staples — 
records, toys, hardware, toiletries, 
even clothing. Convenient, yes — but 
woe to the shopper who is looking 
for her favorite delicacy hidden some- 
where in the canned goods depart- 
ment ... or is it the dessert counter? 

One of the more successful methods 
to help the befuddled shopper is a 
telephone information system. Attrac- 
tive colored phones are distributed 
throughout the store and directly con- 
nected to a “courtesy counter.” The 
shopper picks up the phone and asks 
where her favorite product is located. 

A simple but very effective idea: 
better service for the store; additional 


Old reliable... 


still performing its vital function 


What might very well be the grand- 
daddy of all line routiners is the 
Firebox Line Test Unit used in the 
Buffalo Fire Department, Buffalo, 
New York. It has been functioning 
perfectly for nearly 40 years and still 
performs the vital task for which it 
was installed. 

The clocklike arms of the center 
dial sweep across the copper contacts 
on the dial, automatically testing each 
firebox line. A faulty firebox line 
will be visibly indicated on the as- 
sociated test panel block. 

When originally installed, the mo- 
tivating force for arm motion was 
supplied by a mechanism very similar 
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revenue for the telephone company. 
And there’s an additional benefit. 
Once you place these phones inside a 
store where they will be seen by 
thousands of persons, you derive a 
promotion bonus for the sale of home 
extensions. Why not consider “cour- 
tesy telephones” for your shopping 
centers ? 


to the type used by weight-wound 
grandfather clocks. The unit was sub- 
sequently “modernized” by the in- 
stallation of a time-controlled motor 
which will cause the arms to period- 
ically sweep across the test dial. 
Even though population growth 
has increased the complexities of 





communication systems, the search 






for simple and complete test equip- 
ment goes on. The Stromberg-Carlson 
Portable Test Routiner described in 
the November, 1957, “Transmitter” 
is a giant step towards simplifying 









the line routining problems for any 






size exchange operation. 
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Mr. D. C. Dodrill, right, manager at Laurel Point, makes 
cutover official in the presence of A. J. Leonard, left, 


REA loan brings dial to Laurel Point, W. Va. 


























Can you guess the hunter's name? 


If it were not for the license, the 


young hunter pictured here could 
have easily become “ageless.” 

Texans, especially, should recog- 
nize this man. The picture was taken 
while he was on a successful hunting 
trip with the late “Doc” Fairly, near 
Junction, Texas. 

The “unknown” hunter enjoys re- 
lating another incident that happened 
with Chet Ruth, formerly with Cook 
Electric, and Sam Teas, former own- 
er of the Floresville Telephone Com- 
pany and a director of the Texas 
Telephone Association. 

It was a warm day when our hunt- 
er arrived at Floresville, and after 
lunch the men took to the fields 
dressed accordingly. Two hours 
passed. Sam Teas had his limit of 15 
birds; the man in the photo had 14. 
A blue norther came in; the temper- 
ature dropped to about 40 degrees — 
the wind blowing a gale. Our hunter, 
with his sales background, hated to 


Advertisement 


leave without that other order, which 
would be the fifteenth bird. 

On the way back to the car a single 
quail took off from the brush. (As 
you might have guessed, the man in 
the picture is Tommy Thompson, 























Stromberg-Carlson installation foreman, and Mr. Cecil Dod- 
rill, president of West Side. (Morgantown Post photo.) 









Stromberg-Carlson dial equipment is 
now serving more than 400 subscrib- 
ers at Laurel Point, W. Va., thanks 
to an REA loan made to the West 
Side Telephone Company. 

The loan made possible the con- 
struction of a concrete-block exchange 
building and the purchase of the 
160-line dial system for this com- 
munity near Morgantown, home of 
the University of West Virginia. 

Mr. D. C. Dodrill, vice president 
of the West Side Telephone Com- 
pany, officially started dial service in 
Laurel Point and “retired from serv- 
ice” the old manual board in the 
Dodrill home. 

Applications for service received 
from 18 additional families in the 
area were being processed at the time 
of the cutover. This was another in- 
dication of the eagerness of Laurel 
Point subscribers for dial service. 











Stromberg-Carlson’s Telecommunica- 
tion General Sales Manager). To con- 
tinue the story: Tommy _ whirled 
around, got the bird “on the dotted 
line,” causing Sam Teas to mention 
that Tommy “never missed a shot.” 
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The twenty-third and last Louisiana 
exchange of the Southwestern States 
Telephone Company — Elton — has 
been converted to XY® dial. 

On December 22nd, this 700-ter- 
minal exchange joined other South- 
western offices located in nearby 
Church Point, Sunset, Iowa, Welsh, 
and Mamou — just to name a few — 
with changeover to this type of dial 
system. 

Cutovers to XY dial operation are 
not new for Southwestern States — 
but there must have been some uphill 
climbing in preparing this group of 
exchanges. Located in the southwest- 
ern part of Louisiana, the exchanges 
lie athwart that area which is sus- 
ceptible to an annual parade of hur- 
ricanes. 1957 saw a particularly dev- 
astating blow, but the company was 
determined to carry forward its new 
construction program even as they 
poured men and money into the 
breach caused by that reckless “Au- 
drey.” 

Many local civic leaders as well 
as officials of the Southwestern States 
Telephone Company were present at 
this climactic cutover. Progressive 
planning and just plain hard work 
for everyone including H. N. Ham- 
mond, Chief Engineer; D. B. Strick- 
land, Vice President and General 
Manager; and J. M. Nelson, divi- 


sional manager — just to name a few 
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Mayor C. L. Marcantel (right) received the 
“go ahead” to begin the cutover, from J. M. 
Nelson, division manager for Southwestern 
States (left). Others on hand are Sidney 
Adams, president of a businessmen’s club, 
and Dr. Fred Macceau, vice president. 
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Southwestern Telephone Company s 
Louisiana exchanges now all dial! 





— were certainly apparent when the 
doors to the new telephone building 
were opened and the quiet new equip- 
ment became an active mechanical 
medium for local telephone service. 


First dial call was made by 
Sidney Adams. Witnessing the 
occasion were Mayor Marcan- 
tel, Mrs. Aline Thompson and 
Mrs. Ella Chapman, C. O. agent. 





Last calls are now going through. 
Taking the requests are Mrs. Dorothy 
Johnson and Miss Effie Leger; oper- 
ators looking on are Mrs. Winnie Par- 
ish and Mrs. Beatrice Kersh. 
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Back in New Lisbon, Wisconsin, this 
chapter began with a pleasant varia- 
tion to the routine, the manager be- 
ing a very charming as well as ca- 
pable young lady. Commuting as nec- 
essary from nearby Camp Douglas 
headquarters, Edith Johnson leaves 
exchange operation to XY School- 
trained Carl Olsson, has her own 
work cut out in planning for the fu- 
ture. Camp Douglas, for instance: 
onetime logging camp, then military 
training post starting with the Span- 
ish-American War, and under differ- 
ent names (Williams and Volk) pre- 
paring men for the unknown future. 
And that’s her problem here — what 
is the size and strength of this future? 

Journeying westward (alone for a 
spell), your reporter had a most in- 
teresting afternoon with a man who 
also had thé telephone business thrust 
upon him. Byron Dale chose teach- 
ing as a career — had several years 
of this in public schools before be- 
coming an instructor for the Air 
Force at Chanute Field and Yale 
University. But business leaders and 
farmer groups wanting better tele- 


Serving Wisconsin’s principal industry, the Walker Stainless Equip- 
ment Co. chose New Lisbon for its central location, is one of larger 
customers of Lemonweir Valley Telephone Company . . . Byron Dale, 
manager at Durand, Wisconsin, left security of teaching for uncer- 





clone 
them . . 
entire new plant. 
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phone service reorganized the small 
companies serving the area, set about 
to obtain R. E. A. financing, and 
persuaded Mr. Dale to become man- 
ager. 

Relatively speaking, Durand is less 
exciting today than in those golden 
days when the Chippewa Valley was 
the sawmill center of the country. 
Loggers’ rafts would tie up at Du- 
rand while hundreds of “Paul Bun- 
yans” invaded the hotel, free-spend- 
ing the aches and chills out of drench- 
ed bodies. Curfews for respectable 
citizens were strictly observed, but 
for those whose interests were fur- 
thered by these sporadic invasions, 
the town had a liveliness it has long 
since forgotten. 


» With Durand and Nelson now con- 


verted to XY Dial, work has started 
on nearby Arkansaw. Here, as at Du- 
rand, the dial program is starting in 
the rural areas where it was needed 
most, and working back toward the 
center. 

Having reached the turn-around 
point, the route led back eastward, 
with a few moments to sandwich in a 


towns... 





Postman’s Holday No. 5 


One of the most thankful men in all 
Wisconsin is Joseph M. Keating of 
Thorp, Wisconsin. A devastating cy- 
last Spring hit all 
. miraculously spared his 


Hurried as the Spring cyclone 


“Dairyland” 





Thorp Wausau 





Douglas 


WIS< 


around 






visit with Stanley Lockwood and Har- 
ley Hesselman at Mondovi. The Graf- 
lex (Camera) Corporation has had 
no satisfactory answer as to why all 
photos failed — but neither Stanley 
nor Harley has aged one whit since 
our call three years ago, still enjoy 
trouble-free operation and normal 
growth. 

It was between Mondovi and Thorp 
that cyclone evidence was most no- 
ticeable. While most of the Thorp 
properties escaped damage, manager 
Joe Keating and his _plantman, 
Marion Herman, showed a small sec- 
tion of 7-strand messenger whipped 
like a pony tail in a breeze. 

Thorp has a beautiful exchange - 
big, clean, efficient. Joe Keating’s 
experience goes back to college days 
when he worked the switchboard 
nights; now he sees only smooth 
sailing ahead; he is perfectly at home 
within the equipment room or out on 
the-lines. And like Telephone men 
elsewhere, he enjoys helping a neigh- 
bor, such as Mrs. Cepha Knutsen of 
Greenwood. 

Her father had started the company 


tainty of a complete rebuilding program in several Chippewa Valley 
Dominating the town as well as the lives of Pulaski 
citizens is the Assumption BVM Cathedral. Original settlers were from 
Poland; unique customs still maintained by present generation. 
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Jack Bullis, R.E.A. field 
engineer out of Stevens 
Point, 
ceptance tests at Green- 
wood prior to cutover. 





makes some ac- 


in 1905; her husband took over in 
1947 after discharge from the Army 
and worked (probably too hard) to 
rebuild for a solid future. Not too 
long ago, preliminary rehabilitation 
completed, he signed the contract for 
dial equipment — died the next day. 
Mrs. Knutsen, helped by many, in- 
cluding the Carl Crane Engineering 
Company, has carried on superbly; 
the fine dial exchange Mr. Knutsen 
planned is now an accomplished fact. 

The reporting team, reunited at 





“Service is splendid now,” stated Sister 
Christopher, administrator of St. Benedict 


Community Hospital in Durand. 





Helen Lasek trains a new operator, Beverly Weyenberg, at soon-to- 
be-retired magneto switchboard in Pulaski . 
rebuilding lines for coming XY Dial service, this trio of Pulaski line- 


road n 


offers 
beauty, 
peace; 


a farm 


force of 


Wausau, were charmed by the friend- 
ly welcome at Pulaski, where Mr. and 
Mrs. Robert Riordan have found a 
real challenge, as well as a place they 
are proud to call home. In the midst 
of Old World traditions still main- 
tained from a predominantly Polish 
ancestry, these people want — and 
are getting — modern telephone serv- 
ice. At the halfway post, the Riordans 
are getting new wind for the final 
push. In a later issue this chapter 
will be written. 


Thorp Finance Company is a principal 
employer in this city — occupies this 
older downtown location and beautiful 


new headquarters on outskirts. 


. After long hours 


man-made 


highway, 


Two sides of the same 


Thorp: 
reservoir 
“natural” 
recreation, 
across the 
ruins of 
— not one 


ear 


stone or timber could 
withstand 


awesome 
twister. 


Mr. and Mrs. Robert 
Riordan of Pulaski show 
a visitor their first XY 
Dial exchange at Mill 
Center. Efficient steel 
building is advantageous 
in this rural location. 


Thorp exchange was easily spotted 
as one of the newest and best- 
looking buildings in town. 





Personal thanks to Dave and 
Emily Bierbrauver, friends from 
“way back” 
travelers to their comfortable 
home in Wausau. 





men call it a day . . . Overnight ferry to Michigan saved 150 miles 
of driving, was pleasant variation of motel theme. One unnecessary 
word: don’t try to sleep until all the freight cars are loaded! 
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Mullinville, Kansas, subscribers *"*°™PERG-Caheane 


are now enjoying dial service 











Anyone who has met Howard Kendall 
will tell you its hard to find a more 
congenial man. 

In addition to having a friendly 
nature, Mr. Kendall, as owner-man- 
ager of the Telephone Service Com- 
pany, has brought XY Dial service to 
Mullinville, Kansas. Located in the 
center of the wheat farming area, 
Mullinville is about 35 miles south- 
east of Dodge City. Besides farming, 
Mullinville has a gas and oil pump- 
ing station. 

A loan from the Stromberg-Carlson 
Credit Corporation made possible the Lending a hand during the conversion are 

aes 5 ; : Frank Micka, Stromberg-Carlson sales repre- 
conversion to dial of this 140-line sentative (shown above with Mr. Kendall) 
C.D.O. and construction of the cen- and J. P. Heavner, Stromberg-Carlson _in- 
tral office building. Now, thanks to staller (in lower photo). 
Howard Kendall and his wife, more 
than 250 subscribers in and around 
Mullinville are enjoying XY Dial 


service. 






































Howard Kendall (photo on left) is in a 
relaxed mood after having completed the 
successful cutover. Like his daughter, pic- 
tured here, Mr. Kendall’s family always 
helps him in his work. 












Every day telephone people practice here particularly where those of us 


Telephones and and help encourage some phase of in Telephony have in communica- 


















brotherhood. tions the binding media for making 
5 ih rH Ci Much has been written about our communities more neighborly 
romernoo brotherhood as a sentiment or as a_ and bringing people closer together. 


duty to fill another’s need. But Through this art we can help them 
brotherhood has another dimension learn more about us and more about 
. which refuses to be ignored in these themselves . . . We can do this in the 
IFRHOOD WEEK days of danger to free civilization. same high tradition of helping our 
This is the dimension of mutual re- own telephone neighbors in time of 

spect and appreciation. It demands to __ need. 


‘etl 
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be expressed in willingness to receive Just as communications is Teleph- 
from our brothers of other national- ony’s common denominator, so cai 
ities, races or backgrounds the valu- we make communications — of the 
able ideas they have acquired in their highest order — the blood line to 


experience. As we receive, we should all our brothers. 
also be willing to offer them our ex- 
perience. 

The excuses for ignorance about 
one another are disappearing with 
the increase in communications 
among all mankind. The dangers of 
ignorance also increase because com- 
munication based on misconceptions 
tends to breed enmity where trust and 
sympathy are needed. 

The United States is considered 
the melting pot of the world. It is 
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(U.S. Steel Corp.) 
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Associated Engineers, Inc. 
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Davies & McKinney, Advertising 
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Lewis Adv. Agency 


Buckeye Telephone & Supply Co. ........ 12, 92 
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Albert Frank — Guenther Law, Adv. 


Chase Brass & Copper Co. 
Kennecott Wire & Cable Dist.) ............... 12 
Cunningham & Walsh, Inc. 


Chisholm-Moere Hoist Div. 
(Columbus McKinnon Cha‘n Corp.) 
Comstock & Company 


Collins Radio Company 
W. D. Lyon Co. 


Commercial Cord Co., Inc. .................... 26, 94 
Scrivener & Rice, Inc. 


Communication Equip. & Engrg. Co. .......... 54 


Coge. Sree we ee a ee 65 
H. M. Wexberg Adv. 

Copperweld Steel Company 
Vic Maitland & Associates 
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Donnelley & Sons, R. RR. .---..--ceeeeeeeee eee eee 12 


Exide, Industrial Div. 
(Electric Storage Battery Co.) 
Gray & Rogers, Adv. 


General Cable Corp. -....020....2220.-22022-2e2s2e-- 13 
Hick & Geist, Inc. 


General Tel. Directory Co. ........ 94, Back Cover 
Kudner Agency, Inc. 


Gould-Batteries, Ime. 2.2... eeeeeeeeeeeen ee 69 
Hutchins Adv. Agency 


SII Wie iS 76 
Howard H. Monk & Associates, Inc. 


Henkels & McCoy 
William Jenkins Advertising, Inc. 


Mipnwerw Tratter Go. ~ ooo soon 94 
Arthur Towell, Inc. 


Mane teeeies, Glee: 0. k 83 
Conner Associates, Inc. 


Indiana Steel & Wire Co., Inc. _......--0......-. 86 
Bob Robinson Adv., Inc. 


Instrument Laboratories (Stewart Bros. D'v.) 78 
Clayton W. Munger 


Kander & Co., Allen 


Kearney Corporation 
Lynch & Hart Adv. Co. 


Kellogg Switchboard & Supply Co. 
8, 16A, B, C, D, 32, 34-35 
Lennen & Newell, Inc. 
Kennecott Wire & Cable Co. 


(Dist. by Chase Brass & Copper Co.) ...... 12 
Cunningham & Walsh, Inc. 


a eee . 58 
The Buchen Co. 


Koiled Kords, Inc. 
J. Roy McLennan Adv. 


Koppers Company 
Smith, Taylor & Jenkins 
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Armstrong Advertising Agency 


eee ge, ROA eee ae 23 
Gates Bourgeois Advertising Agency 


Malleable Iron Fittings Co. -....................--- 23 
Harrison House 


Mathews Co. 
McGrath Engineering, Inc. 


Mine Safety Appliances Co. -.................-..-- 59 
Ketchum, Macleod & Grove, Inc. 
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Natco Corporation 
Ketchum, Macleod & Grove, Inc. 


Neale Construction Co. .....................:.......... 92 


UN I Og i eo ae 22 
Wm. L. Baxter Advertising 


Phelps-Dodge Copper Products Co. ........ 20-21 
Compton Advertising, Inc. 


Piedmont Wood Preserving Co. ...............--- 94 


Reliable Electric Co. ........ 94, Inside Back Cover 
Thomas G. Yamada Co. 


Rex Corporation 
F. P. Walther Jr. & Assoc., Inc. 


RET PORN ON se Sceccat i nsecauseoer ees 45 
Carl Lawson Adv. 


AA Saeids HES SEDER OET PAE Ms ETS 50 
Dameron Adv. Agency 


Runzel Cord & Wire Co. .............-....... gine 94 
Henke & Assoc. 


Secode Corporation 
Bonfield & Associates 


Sherron Metallic Corp. -.................20...------ 1, 94 
Joseph P. Schneider, Inc. 


Sloan, Cook & Lowe 


Stewart Bros. (Div. of Instrument Lab's.) .... 78 
Clayton W. Munger 


Stromberg-Carlson Co. -....... 2-3, 56-57, 95-102 
The Rumrill Co., Inc. 


Superior Cable Corp. .......... 
Bennett Advertising 


Suttle Equipment Corp. ~........................ 80, 89 
Proebsting, August & Harpham, Inc. 


Teter Gateelt Gen |: ins as 16, 94 
Lowe & Hill Advertising 
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Telephone Repair & Supply Co. ...... 89, 92, 94 
vem Greeseney C6, 0... 5 ieccrenuce 94 
Thornhill Publishing Co. -...........................- 78 
Transandean Associates 
Keyes, Martin & Co. 
Tudor & Yager 


Universal Controls Corp. ...................-..-..-- 75 
U. S. Industrial Chemicals 
G. M. Basford Co. 
Ch 5 RRORINE. GR. (<0 eens 61 
Geer-Murray, Inc. 
U. S. Steel Corp. 
(American Steel & Wire Div.) 
Batten, Barton, Durstine & Osborn 


Western Electric Co. ...............---ccsecsenee 62-63 
Cunningham & Walsh, Inc. 

Whitney Blake Co. ..........20....222.2.--.. 24, 28, 28 
J. Roy McLennan Adv. 

Wilkiason Products Co. ...............-----.---.22---- 87 
Adams Adv. Service 

Williams Inspection Co., Inc., A. W. .......... 89 

Wright Hoist Division 
(American Chain & Cable Co.) 
Reinke, Meyer & Finn, Inc. 
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Out of the Past 
IXTY-YEAR-OLD card bearing unique instructions 
on telephone usage has been received by Company 
Historian G. L. Long of Bell Tel. Co. of Canada. 

Titled “What This Phone Is For,” the card gives in- 
formation such as, “Do not argue with the operator .. . 
DO NOT SHOUT .. . Clerks must not quarrel or argue 
with customers . . . Face the transmitter . . . Do not 
turn your head to one side and expect clear conversa- 
ee 

The card was turned over to T. A. Baker, District 
Sales Supervisor, London, Ont., by A. J. Morgan, 90- 
year-old retired businessman, who found it while or- 
ganizing material for his memoirs. 

Mr. Morgan said the card, placed on the wall along- 
side the telephone, was so successful that he printed ad- 
ditional copies for other possessors of the “new me- 
dium.” 

Lead-off information was: “We pay rent for THIS 
PHONE and it is for the exclusive use of work in con- 
nection with THIS BUSINESS and for receiving orders 
from our customers. It must not be used otherwise by 
anyone except in cases of emergency.” 


For Heavy Sleepers 
OR THOSE who find it a bit difficult to settle down 
into the groove of what is rapidly becoming another 
routine year “Quote” magazine brings word of a new 
alarm clock for stubborn sleepers. 

Lately patented by a watchmaker in Naples, this alarm 
is unique. If the sleeping sluggard does not arouse him- 
self and switch off the normal alarm, an electrical device 
incorporated in the clock starts a taped broadcast fea- 
turing the continuous honking of a car horn, the pro- 
longed barking of a dog, several pistol shots, and finally 
a cannon’s booming report. If all this fails to arouse, 
call the coroner. 


“Job Security??” 
HIS NARRATIVE, sent to us by a reader, concerns 
a certain large corporation (not a telephone com- 
pany) which, some months ago, severed from its pay 
roll a sizeable number of employes, due to the sluggish 
state of trade. 

With an improvement in the economic picture, the 
corporation’s personnel department has lately been 
making overtures to these former employes, looking 
forward to a resumption of business relations. 

Last month, after concluding a number of interviews, 
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it became the painful duty of a personnel clerk to ap- 
proach his senior officer with a report: 

“I’m not getting anywhere trying to re-hire thos: 
men,” he said. “They all have other jobs now, and mos 
of them are making more money than we paid them.” 

The chief meditated these tidings for a time and the 
made a profound observation. “Well,” he said judicially 
“they may be making more money, but they can’t matc! 
the job security they had here!” 


“Back Talk” 
W* WERE not amongst those Orwellian disciples 
who shuddered at the implications of Animal 
Farm. The prospect of man’s eventual subjugation by 
beasts of the barnyard leaves us pretty cold. Our ap- 
prehension centers upon a much more realistic prospect; 
the ultimate surrender of our species to the demoniac 
fabrications of our mechanistic genii. 

This inherent skittishness is further fueled by a report 
of one of our scouts who visited the Portuguese Indus- 
trial Fair, at Lisbon. There, he relates, in a display of 
gambling devices, he came upon a slot machine which 
giggled triumphantly when it beat the player and 
growled in discontent when, on rare occasion, the player 


made a gain. 


































“No, No, Charlie! I said ‘Bring me that winch LINE!’ ” 
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STRANDVISE is made 
for strand sizes Ve", V4", He", ¥e", and Ae” 


NO MATTER THE GRADE. 
Please pick your size, fill in 
the coupon and mail it today. 


SOOPER EEE HEHEHE EEE EEEEEEEEEEEEEEEHEEEEEEEEEEEEEEEE 


Reliable Electric Company 
11333 Addison Street 


Franklin Park, If. 


Mr. Reliable: 

WE DON'T BELIEVE IT BUT—we want to give 
STRANDVISE a fair trial. You may send 4 of them 
size ( ) without charge. Better send your instructions 
for installing and a catalog-price sheet, too. 


Signed 
Company 
Street No. 


City 
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STRANDVISE 
guy was put 
up complete 
before any Za ! 
tensioning 
tools were 
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to the 
strand 


Directory 
earnings climb 


when our ‘Revenue Men” 
move in 


UR DIRECTORY ““Revenue Men”’—working from 
32 strategically located sales offices— 
providing the Independent Telephone Industry 
with a flexible and highly skilled telephone 
directory organization, are equipped to render a 
Complete and Quality Directory Service. 


These specialists, through the use of up-to-the- 
minute knowledge of the market—proper sales 
training—imagination—ideas—leadership— 

and hard work, produce results which more than 
measure up to accepted directory revenue standards. 


Yes, the “Yellow Pages” revenues in the more than 
800 directories we now produce for large and small 
Independent Telephone Companies prove the 
statement: “DIRECTORY EARNINGS CLIMB WHEN 
OUR ‘REVENUE MEN’ MOVE IN.” 


Write or phone our office nearest you for our 
Complete Directory Service Plan. 


Find It Fast 
in The 


Yellow Pages 


Fccere as neler E) Anta — 


GENERAL TELEPHONE DIRECTORY COMPANY 


1800 Oakton Street °« 


Divisional Sales Offices: 


BLOOMINGTON, Ill. © 410N. Prairie St. ° 
COLUMBIA,Mo. * 811 CherryStreet * 

DURHAM, N. C. . 108 E. Parrish Street . Tel.: 5133 
ERIE, Penna. * G. Daniel Baldwin Building °*  Tel.: 2-4187 
FORT WAYNE 2, Ind. * 229 E. Berry Street * Eastbrook 3477 
HONOLULU 14, Hawaii 1236 Waimanu St. © Tel.: 504-231 


Tel.: 3-8095 
Glbson 2-6907 


DES PLAINES, ILLINOIS + 


VAnderbilt 4-2164 


LEXINGTON, Kentucky * 157 Walnut Street ¢ Tel.: 4-7626 
LONG BEACH 15, Calif. * 1775 Ximeno Ave. * GEneva 3-744] 
MADISON 3, Wisconsin * 214.N. Hamilton St. * Alpine 7-1667 
MANILA, Philippine Islands ° P. O. Box 673 
SAN ANGELO, Texas ¢* 110 South Taylor St. *  Tel.: 6738 
SPOKANE, Wash. * South 11 Monroe * MAdison 4-4336 





